insurance Library 


% A life underwriter’s ability to understand 
and apply sound sales principles determines 
the efficiency of his sales performance. . . 
The planned salesmanship course of the 
fEtna Life Insurance School translates ideas 
into action. It demonstrates the actual 
workability of the latest field-tested sales 
plans. It is thorough and practical. It has al- 
ready improved the sales performance—and 
the earnings—of hundreds of its graduates. 


The next five-week session begins on January 12, 1942 


Write to the ZHTNA LIFE INSURANCE SCHOOL ¢ HARTFORD, CONNECTICUT for booklet 
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“PROTECTING THE AMERICAN 








Even all the eating-apples and maple sugar in Vermont can’t 
supply the national appetite for these delicacies! Since the days 
when every family “put up” an abundance of good things for the 
winter ... “laying by” the surplus of today for the needs of 
tomorrow, has been an American tradition. 


Announcement is made by President Elbert S. Brigham of the Na- 
tional Life Insurance Company that ''the company's present basic divi- 
dend scale on all forms of insurances and retirement annuities will be 
continued for the year 1942." 


This is the vote of the Company's board of directors after review of 
the record of increasing business in 1941. It was also voted that the 
basis of surplus interest distribution on participating funds left with the 


company will remain the same, namely 3!/, per cent. 


cent higher than those of November 1940. The percentage of increase for the 
eleven months of 1941 is 18.40 per cent. 


{ The Company's sales of new life insurance for November 1941 were 26.78 mf 
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Ordinary Sales Up 
15% in November, 
1% for Year 


Sales Research Bureau 
Figures Reflect Year 
End Boom 


Ordinary life sales showed a 15 per- 
cent increase in November, totaling 
$581,692,000, according to the Sales Re- 
search Bureau. For the first 11 months 
ordinary sales were ahead 7 percent 
totaling $6,439,557,000. The largest gain 
was made in the Pacific Coast states 
which were ahead 21 percent. New 
England states showed a 19 percent gain 
and east south central 17 percent and 
east north central states 16 percent. 

Los Angeles led the large cities in 
increases with a 28 percent November 
Boston and Detroit were tied for 


gain. 0 
second with 23 percent increases in 
November. Detailed city figures follow: 
Year 
Month to Date 
NO oc ib aca ep ck a oaks 123% 107% 
CHIMPS coe x ence cores 116 100 
Cleveland ......ccewrey 111 107 
NE 6 as setae KO ES 123 120 
EOS ANGGIES 4:<..0%) 000 < 128 111 
Row Fee: ec. te secu. 117 100 
PRIIAGOIPRIA ove cee ene 109 107 
St. BOWE ..20 0 cienin 4:5 se 96 101 
Ordinary sales data by states follow: 
November 1st 11 Months 
To % 
Sales Gain Sales Gain 
Volume or Volume or 
in $1000 Loss in $1000 Loss 
Wee centers $ 5,879 183 $ 63,872 115 
BR is wie ee 1,147 99 15,510 103 
See 3,423 137 36,955 113 
_, eee eer 37,697 120 414,531 113 
Coles ness 4,105 101 52,999 102 
BM. 4-0 e65o 12,435 121 133,200 115 
| ee 1,843 122 18,914 105 
Ei OF Oe aes »,467 114 62,893 108 
tee. gasses ome 6,305 103 76,283 110 
Te he ewe ea 9,081 113 94,209 106 
ROG 9 ees s 1,538 102 16,339 97 
Bs «eye caveeropts 45,319 114 494,995 102 
111 O ie an etree 14,232 115 159,697 107 
Bee he tera ena ath 10,032 110 116,532 105 
Lo ee dae ae 7,420 128 79,769 115 
1 ane Se 6,663 110 168 116 
Tle racer artravere 5,728 114 107 
NOLS... Bs. deca 2,994 117 105 
BGs hs ils es 8,369 104 108 
MARGE hase asec 22,516 115 110 
Mich. 27,616 120 116 
WEEN ra 11;686- 112 98 
WIS. 3. ee 3,078 119 99 
NMOS <i... ate ord 14,833 107 101 
MODE clone 1,841 85 94 
IN@D ee  cuntee 5,223 106 104 
INOW 5.crgeon ons 583 144 111 
NS Fi es.e hd 2,159 126 116 
by RG eg ice eke 25,684 115 110 
Is tee ce eres eee 1,294 157 94 
1 a) AEE S ree 82.597 112 1n? 
IN, (Oona tc one 9,084 120 106 
6 Oren tera 1,845 115 100 
Ohio Sceieceoeves 36,344 115 110 
Pees a8 SF 101 97 
+ ee anew 5 123 119 
ee ie 116 109 
Se 146 1238 
eee iee 103 08 
Pe ee 113 11 
sacuciee 113 12 
te cater ches 109 Og 
balan 122 13 
ihe plak eine 104 02 
Oe AES Se 112 11 
£ae ee 126 19 
eer ee 122 04 
inde ake eae 124 as 
Sg Renks 101 12 

















Companies Swing to War 
Rider on All New Issues 


Clarification in the confused war 
clause issue came this week with the 
further development of a pattern that 
Was initiated last week by a few large 
eastern companies... This is the inclu- 
sion of the clause in all new issues at 
all ages and for both sexes. 

This action does not strike at the 
protection of civilians. The clause would 
not begin to operate until the insured 
changed his status from civilian non- 
combatant to combatant. 


Other Companies Adopt Plan 


Many additional companies this week 
followed the example of the few which 
last week announced this broader appli- 
cation of the war clause. It is now 
apparent that most if not all of the 
principal eastern companies will adopt 
this course. So far few western com- 
panies have done so, although many 
have extended the age group of males 
to whom the clause will be applied, and 
some have included females. A few 
companies announcing their action this 
week are adhering to the restriction in 
effect with most companies for several 


weeks applying to males of military 
ages. 
Two Main Types of Clauses 

The clauses generally being applied 


fall into two main classes, differing only 
as to whether they protect against or 
exclude in this country deaths incurred 
in the armed forces due to acts of war. 
A preliminary survey based upon an 
incomplete showing seems to indicate 
the majority of companies favor a 
clause which protects while in the 
United States, or the so-called “home 
areas” of the United States and Canada. 


Foreign Travel Provision 

This latter clause excludes death in 
armed forces outside this country, 
(many specifying they must be a re- 
sult of incidents of war) and also ex- 
cludes for two years death due to 
travel abroad (some also specifying this 
must result from war). Most of the 
companies include an aviation exclusion 
clause, which bars recovery for aviation 
deaths other than as fare-paying pas- 
senger in licensed commercial airliner 
operating over an established route. A 
few conipanies do not incorporate this 
in the war risk clause, but issue it in a 
separate rider. 

The other type of war clause excludes 
deaths in the armed forces of this 
other country, due to acts of 
war, declared or undeclared,‘ outside 
this country. However, it excludes 
death occurring in this country only if 
it happens in the service as a result of 


all 
or any 


war. This is known as the “results” 
clause. 
Ruling on Reinstatements 

A few companies have a “status” 
clause, which excludes any deaths oc- 
curring while the insured is in the 
armed service in time of war, without 


regard to whether such death is due to 
acts of war. This excludes all deaths 
of soldiers and sailors, marines etc., in 
active service. It is considered to be a 
too exclusive clause, and some com- 


panies which have it in force are con- 
sidering adopting one of the more or 


less standard clauses employed by the 
majority of companies. 
A sidelight on the influx of war 


clauses was the notification from Com- 
missioner Sullivan of the state of Wash- 
ington that it is not permissible for 
companies to require a war clause on 
policies reinstated where the policies 
prior to lapsation were not restricted in 
this regard. Before a war clause be- 
came necessary, companies on reinstate- 
ments of policies containing disability 
income clauses had required a medical 
examination as prerequisite to reinstat- 
ing the disability provision. It is said 
they have been predicating the attach- 
ment of war clause to reinstated policies 
on the basis of a change in status. 
Commissioner Sullivan ruled rein- 
statement can take notice only of phys- 
ical condition as disclosed by the med- 
ical examination, in determining insur- 
ability on application for reinstatement, 
and not of change in status. He said 
in this stand he was supported by rul- 
ings of the attorney-general. The re- 
vised statutes of Washington permit a 
policyholder to have his policy rein- 
stated upon producing evidence of in- 
surability satisfactory to the company. 


Few Allow Full Coverage 


Company officials are concerned with 
and are seriously discussing whether or 
not to make available in connection 
with the war clauses an alternative pro- 
viding that a man in service could have 
full coverage under war conditions for 
an extra premium. It was pointed out 
by a Canadian official that Canadian 
companies did this and in the two years 
of the war have kept a separate account 
of the policies of this type. Up till 
recently only $385,000 of business was 
written on this basis, and $200,000 of 
this was taken by Red Cross men go- 
ing over seas, the premium being paid 
by that organization. In other words, 
there apparently is little or no demand 
for the privilege of buying war cover 
by paying the heavy extra premium, 
which is as high as $90 per $1,000 in Can- 
ada, and is quoted tentatively at that fig- 
ure by at least one American company. 


Frown on War Risk Cover 


There is a strong tendency among the 
companies not to permit an applicant in 
the armed forces to have life insurance 
protection merely through paying. an 
extra premium. The Canadian com- 
panies permit this privilege. A very few 
American companies have announced a 
similar policy. 

War clauses with or without aviation 
exclusion riders are now being’ approved 
of the United States entry into the war. 
For several months the department has 
not been accepting filings of war clauses 
that were tied up with aviation exclu- 
sion riders because the validity of a 1941 
by the Minnesota department as a result 
law governing aviation exclusion riders 
is now before the courts for determina- 
tion. 

However, under a notice issued this 
week by Commissioner Johnson, the de- 
partment will approve unlimited war 
risk exclusion riders and also aviation 


Equitable Third 
Big Company to 
Cut Below 3% 


Will Use 212% 
Multiplier for Rates 
and Reserves 


Equitable Society is now taking steps 
to put into effect changes in the interest 
rate and the mortality table to be used 
in computing reserves and gross 
mium rates. The interest rate assumed 
in computing premiums and reserves is 
to be reduced to 2% percent because of 
the current low rate of return on invest- 
ments. The Society will also change to 
the American Men Mortality table. So 
many factors are involved in making 
these comprehensive revisions, however, 
that it will be some time before the ap- 
proved changes are put into effect, Presi- 
dent Parkinson stated. 

Mr. Parkinson pointed out that this 
change in basis of premium rates, as to 
interest and mortality assumptions does 
not necessarily imply that the net cost 
of the insurance under the new policies 
will be higher in the long run than that 
under the current policies because the 
Society is a mutual company and will re- 
flect in its dividends its actual interest 
earnings and mortality experience. 

Equitable Society thus becomes the 
third of the giant companies to cut be- 
low 3 percent insofar as the interest fac- 
tor is concerned for calculating reserves 
and gross premium rates. Metropolitan 
Life rates effective Jan. 1 are on 2% 
percent basis while those of Prudential 
are on a 24% percent. It is now widely 
rumored that New York Life will an- 
nounce a similar decision shortly. 


pre- 





exclusion riders for the contestable 
period of the policy. 
A thoughtful insurance’ executive 


makes this statement to THE NATIONAL 
UNDERWRITER: 
“It has been my feeling since last 
spring that a democratic and mutual 
way of handling such a hazard as the 
war risk is to attach a war clause to all 
policies issued to new insurants, regard- 
less of age or sex, and have it become 
operative only if and when a person en- 
tered military, naval or air service or air 
training. The war risk insurance sup- 
plied ‘by the government (i.e., people of 
the United States) is a proper coverage 
of this extra hazard, all things consid- 
ered. The exclusion of the war risk, in 
protection of the old membership of the 
company, should never become a com- 
petitive point in the sale of. life insur- 
ance.” 
Effects Noted in Reinsurance 


Life companies doing a reinsurance 
business are showing no disposition to 
make a competitive feature of war 
clauses but are on the contrary giving 

(CONTINUED ON PAGE 8) 
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Selling to American Farmers 


Job Is to Understand Farmer and 
to Get Him to Face His Problem 





By LARRY A. WILLIAMS 


Director of Sales Hoosier 
Farm Bureau Life 


I want to make clear to you as an 
agent just what the great job of selling 
life insurance to farmers really is, not 
only from your standpoint but from the 
point of a valuable contribution to agri- 
culture. You are a salesman of life in- 
surance but, applying your talents to 
selling farmers, you become of necessity 
a specialist, who understands farmers 
and respects them and in many cases 
gets them to respect themselves as valu- 
able. 

You are going to underwrite the 
greatest group of producers of food and 
raw material on earth. No one has ever 
done the job in spite of 100 years of life 
insurance selling. Today the department 
of agriculture says that 50 percent of the 
farmers in this country die without any 
life insurance. Here is 20 billion of life 
insurance to be written and a payroll 
of 13 billion annually to campaign for. 

“Yes,” you say, “it is a hard field.” 
Granted—yet all life insurance is hard 
to sell until you know how. How do 
you sell life insurance to a farmer? 
Why, by understanding the farmer and 
knowing him well enough to get him to 
face his problem. 


Mortgage Debt Cover 


Senator Capper says that if farmers 
would carry only enough life insurance 
to cover their mortgage debt, the next 
generation of farmers would walk into 
an agriculture without indebtedness. 

Problem, farm debt. 

Answer, life insurance. 

The average farm mortgage is $4,000 
in this country, and that means that no 
$1,000 or $2,000 policies are ever going 
to solve the farmers’ problems, 

This farmer is not the industrial type 
of prospect. He has an investment. He 
operates on seasonal income. He has 
carried fire and tornado insurance for 
years and wouldn’t be without it. If 
you can get him to see his future hazard 
and the chance his family takes without 
the protection of life insurance, you can 
cover his mortgage and provide an 
operating fund for the family to carry 
on if he should die. 

Always consult the farm wife with her 


husband. It is of all businesses a part- 
nership. Her job is as important to 
farm success as his. “What would you 
G0, "StTS, 4.0406 , if your husband should 


be taken away and you left to carry 
on?” 

Well, this job of insuring the farmer 
is the nation’s greatest and gravest re- 
sponsibility. If insurance men don’t do 
it, they had better not complain if gov- 
ernment gets to fooling with a responsi- 
bility that business has shirked for 100 
years. 


Must Understand Farmers 


I know the job can be done! We can 
“get the story to the farmers through 
salesmen like you. Farmers are the salt 
of the earth—the finest folks on this 
planet—but, if you don’t think so, don’t 
try to sel] them. You can’t sell people 
you don’t understand. 

For years and years farm after farm 
passes out of the family’s hands on fore- 
closure. A farm unit is lost by bank- 
ruptcy or forced on a losing market. 
For the nation’s sake, farmers must be 
insured. It is not just a farmer’s prob- 
lem to insure—it is an economic prob- 
lem of the nation that must be solved— 
not a government business but an eco- 
nomic necessity. Either life insurance 
converts 5 million heads of farm families 
in this country or the nation suffers a 
20 billion loss uninsured. 

When you show a farmer and his wife 
how to use life insurance to protect the 
farm home against foreclosure and how 





to make it possible for the family to 
carry on, if the head of the family is lost, 
you have helped to solve just one of the 
millions of farm problems that this na- 
tion has to solve. 

Less than 1/20 of the nation’s life in- 
surance is now carried by farmers. 


Adjusting to Farmer’s Time 


If you are to be one of the thousands 
of salesmen who enter the field of in- 
suring farmers, you will have to plan 
your work to fit the farmer’s time. 

You must know to avoid discussion 





LARRY A. WILLIAMS 


of insurance before any third party ex- 
cept the farmer’s wife, of course. Never 
attempt to sell or call on a man in a 
threshing gang or any group work 
project where the crew is disabled by 
the absence of one man that you take 
away. Remember, the neighbor’s opin- 
ion has more influence on farmers than 
(CONTINUED ON PAGE 18) 


Guardian Life 
Advances Cameron 


and Rosenthal 


Guardian Life of New York has ad- 
vanced Associate Actuary John L. Cam- 
eron to second vice-president and associ- 
ate actuary and has appointed Irving 
Rosenthal assistant actuary. Mr. Cam- 
eron joined Guardian in 1930 as assist- 
ant actuary after several years’ experi- 
ence with Travelers and with the 
George B. Buck consulting actuarial 
firm in New York City. 

Mr. Cameron became associate actuary 
Jan. 1, 1940. He was graduated from 
Williams College in 1922 and immedi- 
tely went into life insurance. He is a 
fellow of both the Actuarial Society of 
America and American Institute of Actu- 
aries. A younger brother, [Freeland 
Cameron, is also an actuary, being with 
American Surety. 

Mr. Rosenthal also joined Guardian 
in 1930, becoming a clerk in the actuarial 
department immediately following his 
graduation from City College of New 
York. In the remarkably short time of 
four years he achieved fellowship in the 
Actuarial Sociey. In 1935 he was made 
research assistant to the Guardian’s ac- 
tuary. 





Republic’ National Bonus 


Republic National Life of Dallas is 
paying a living cost bonus of 5 percent 
to those employes that receive less than 
$2,000 annually. This is in addition to 
the regular Christmas bonus of 2 pér- 
cent that is being paid to all employes. 





New Man Sets Record 


Since A. M. Steed, Glendale, Cal., be- 
came an agent for the Roy Utley Los 
Angeles general agency of Beneficial 
Life on Nov. 3, he has written $250,000 
of new business, of which 90 percent is 
endowments or annuities and 75 percent 
of which already has been paid for. 





Home Office and Managers Confer 








Members of the Union Mutual managers’ advisory committee: 

Seated, left to right, Jesse J. Letts, Buffalo; Wesley H. Becker, St. Louis; Paul 
E. Kelly, Cleveland. 

Standing, Henry T. Cook, Providence; Glenn A. Stearns, superintendent of agen- 
eles; Harland L. Knight, assistant superintendent of agencies. 


Wesley H. Becker of St. Louis, Jesse 
J. Letts of Buffalo, Henry T. Cook of 
Providence and Paul E. Kelly of Cleve- 
land comprised the managers’ advisory 
committee of Union Mutual Life of 
Portland, Me., which represented the 
field organization at its four-day meet- 
ing with home office executives. 

The meeting was opened with a dinner 
tendered visiting conferees, then morn- 
ing and afternoon sessionswere held, Mr. 
Becker, succeeding J. O. Bogardus of 
Boston, presided as chairman of the 
managers’ group. 

Inaugurated in 1938 under the direction 


of President R. E. Irish, the annual 
meeting is designed to foster a close un- 
derstanding between the field force and 
the home office. 

Appointment to the managers’ com- 
mittee is based on merit. Each man 
serves for four years with service provi- 
sions originally arranged so that only 
one of the four men is replaced each 
year. Mr. Kelly was the newcomer to 
the 1941 committee. 

More than 50 major recommendations 
made by the committee since its incep- 
tion have been adopted and put into op- 
eration by the management. 


Royston Named to 
Conn. Bank Post 


Blackall’s Aid Is Made 
Insurance Director— 
Dr. Earle Appointed 


HARTFORD—Trustees of the Con- 
necticut Savings Bank Life Insurance 
Fund have selected 
John P. Royston, 
executive secretary 
to Commis- 
sioner John C. 
Blackall and widely 
experienced in in- 
surance work, to be 
secretary of the 
fund and director of 
the bank insurance 
operations, 

Dr. Baylis Earle of 
Glastonbury has 
been _ appointed 
medical director for 
the fund. No ap- 
pointment of an actuary has been made 
and for the time being necessary actu- 
arial services will be engaged outside. 

Mr Royston will enter on his duties 
January 1, when the plan will be put into 
effect. Dr. Earle began his new duties 
Monday of this week. 

Trustees have also authorized the 
preparation of war risk clause to be is- 
sued on new policies when the system 
begins to function Jan. 1. The clause is 
to be subject to approval of Mr. Black- 
all. It will be effective on policies issued 
on ages from 18 to 45 years. Mr. Roy- 
ston as secretary for the trustees of the 
fund has had a prominent part in pre- 
paring the machinery for operation of 
the system. He entered the insurance 
field in the claims department of Travel- 
ers in Bridgeport and in 1935 joined the 
Connecticut department. 

Dr. Earle is serving as an examiner for 
the selective service board in East Hart- 
ford. He interned in Hartford hospital 
in 1930, was resident pathologist at the 
hospital for a year and engaged in gen- 
eral practice in Glastonbury in 1933. 


Capt. Colin Kelly 
Had Several Policies 


Capt. Colin P. Kelly, Jr., who has 
emerged as a great American hero due 
to the fact that he is credited with hav- 
ing sunk the Japanese battleship Ha- 
runa, was insured with at least three life 
insurance companies. The insurance was 
with Protective Life, Lincoln National 
Life and Acacia Mutual. 

Mr. Kelly had two policies totaling 
$7,500 with Protective Life under which 
there is a $1,000 settlement in cash and 
the balance is left with the company at 
interest. Captain Kelly purchased this 
insurance from E. H. Mitchell four years 
ago at Randolph Field where he had 
been sent after leaving West Point. 

Captain Kelly had purchased a $5,000 
policy from Lincoln National on the life 
expectancy basis last February at March 
Field, Cal., from J. M. Hubbard of the 
southern California agency of Lincoln 
National. Proceeds of this policy are 
payable in 240 equal monthly install- 
ments. 

Captain Kelly bought his Acacia Mu- 
tual poliey from Tom Crocker of the 
Los Angeles office. 





J. P. Royston 








United Neighbors Association of Des 
Moines has been incorporated as a non- 
profit organization offering funeral 
benefits at cost along with hospital and 
medical service. E. Carl White is 
president; D. W. Ash, vice-president; 
J. W. Coones, secretary, and C. F. Pye, 
treasurer. White, the president, is head 
of a funeral home and previously had 
started a burial society but discontinued 
it because of a conflict with insurance 
laws. 
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Eye Effect of War 
on Accident Cover 


Especial Interest in Status 
of Civilians Under Bom- 
bardment or Air Raid 


HARTFORD—To discuss the advis- 
ability of revising the war clause in 
policies the underwriting committee of 
the Bureau of Personal Accident and 
Health Underwriters met this week at 
the office of George Goodwin, secre- 
tary accident and health department, 
Connecticut General and chairman of 
the bureau’s underwriting committee. 
Others present included W. F. White, 
A. & H. manager of Eagle, Globe, and 
Royal Indemnity companies, and R. 
M. Brann, secretary-treasurer of the 
bureau. 

Just what effect the active entrance 
of the United States into the war will 
have on accident and health policies still 
seems to be a matter of considerable 
speculation. 

Companies that are members of the 
Bureau of Personal Accident & Health 
Underwriters are continuing coverage on 
policyholders in the service. However, 
no new policies will be issued to persons 
who have been notified to report under 
the selective service act, who anticipate 
enlisting, members of military organiza- 
tions or reserve corps who anticipate be- 
ing called to full-time duty, or any one 
in the armed forces. 

The older bureau forms have no war 
exclusion whatever, even as to military 
service. However, policies issued in re- 
cent years exclude deaths or injuries re- 
sulting directly or indirectly, wholly or 
in part... from war or acts of war, or 
from military service. The exclusion 
which the bureau companies will include 
in policies beginning Jan. 1, 1942, and 
which does not differ essentially from 
present exclusion terminology or effect, 


excludes injuries or death caused “by | 


war or any act of war or suffered by in- 
sured while in military or naval service 
of any country at war.” 


Question of Civilian Defense Workers 


The New York member companies of 
the bureau met last week to discuss the 
liability of the companies with respect 
to civilian policyholders who volunteer 
for defense work such as police reserve, 
air raid, auxiliary fire fighting, etc. 
Whether or not companies are liable un- 
der the “act of war” exclusion for acci- 
dents or death while a policyholder is 
engaged in one of these activities, in a 
blackout, for instance, is a question. W. 
F. White, Globe Indemnity, who is 
chairman of the bureau governing com- 
mittee, presided at the meeting. 

The underwriting committee of the 
bureau, with George Goodwin, Connec- 
ticut General, chairman, is studying the 
entire war situation. It is anxious to 
establish a definite meaning for “act of 
war. 


Continental Cancels on Service Men 


Continental Casualty is cancelling its 
accident and accident and health policies 
on those in military or naval service and 
is refunding any unearned premium be- 
yond Dec. 8, 1941, on a pro rata basis. 
This refund will also be made to policy- 
holders entering military or naval serv- 
Ice after Dec. 8, as of the date of entry 
into service. 

_Continental has arranged to give spe- 
cial consideration to service men who 
have been policyholders. If application 
is made for coverage in 90 days after 
honorable discharge, the company will 
add to the assured’s new policy any ac- 
cumulations which had accrued under his 
ag policy at the time of its termina- 
ion. 

One accident and health man observed 
that it is unlikely that men in service 
now will desire to keep up their accident 





New General Counsel of 
Home Life of N. Y. 








N 


HOWARD C. SPENCER 

Howard C. Spencer, who has just 
been elected general counsel of Home 
Life of New York taking the place 
that has been vacant since the death of 
B. R. C. Low, was formerly for several 
years connected with the New York 
insurance department. He was first dep- 
uty superintendent for a time. Since 
1936 he has been engaged in the prac- 
tice of law in Rochester, N. Y. He is 
the immediate past chairman of the in- 
surance section of the American Bar 
Association. 








and health policies. Prior to war when 
there was a possibility of the man get- 
ting out in a few or several months, it 
was worth while to maintain the policy 
and its accumulations. But now service 
men will figure they are in for some 
time; their earnings generally are low, 
(CONTINUED ON PAGE 18) 


Suit Against Siegel Reveals 
Profits in Counsellor Field 


NEW YORK—Policyholders’ Advis- 
ory Council, operated by Morris H. Sie- 
gel and his brother Sam, is appealing 
from a New York supreme court judg- 
ment directing the concern to refund 
$1,875 to two Cleveland lawyers, Icove 
and Kreinberg. The lawyers had paid 
the Siegels $2,500 as part of a $6,502 
franchise fee for certain counties in the 
Cleveland area. The Siegels were to 
provide instruction and supply radio 
scripts to the Cleveland organization, 
which would be known as Policyholders’ 
Advisory Council of Ohio. 

The case is interesting in the light 
that it throws on the profitableness of 
the fee counsellor business as operated 
on the Siegel plan, according to Albert 
Hirst, well known New York City in- 
surance attorney, for the agreement be- 
tween the Siegels and the two Cleveland 
lawyers indicates that the Siegels were 
to receive a substantial percentage of 
the Cleveland take. The reason that 
Icove and Kreinberg wanted their money 
back was not any fear of lack of profits 
but the fact that all four Cleveland radio 
stations refused to carry the proposed 
advertising because the Cleveland Bar 
Association was of the opinion that the 
work in which Policyholders Advisory 
Council of Ohio was to engage consti- 
tuted practice of law, which of course is 
not permissible for corporations. 


Resorted to Arbitration 


The contract between Policyholders 
Advisory Council of New York and its 
Cleveland counterpart contained an arbi- 
tration clause under which each party 
was permitted to select an arbitrator and 
these would select a third from the panel 
of the American Arbitration Association. 
When the Cleveland radio stations re- 
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tion. 


is what he told me. 


industrial plant. 


self and wife. 


quite happy.” 


WILLIAM H. KINGSLEY 
Chairman of the Board 





Our Oregon general agent tells this story: “On a trip to 
California, I chatted with an old man operating a service sta- 
He asked me what business I was in. 
he said, ‘That’s the greatest business in the world.’ And here 


“He had spent the best part of his years in a Chicago 
Times got bad back in 1932 and he was 
laid off, as thousands of others were. 
gaged. He had not saved much. And he did have a life 
insurance policy on which the premiums were fully paid but 
not to mature for several years, and he figured it was not 
worth much to him at that time. 

“About the time when things looked darkest his life insur- 
ance man looked him up and asked to see his policy. 
a substantial cash value, so he took a portion of the cash value 
in cash, and converted the remainder into an annuity for him- 
The cash he used to move to California and 
to obtain the little service station. 

“Between his annuity income and what he was able to earn 
at the service station they were getting along nicely. 
that if it hadn’t been for that life insurance policy he would 
never have been able to pick up his life when apparently it 
was wrecked. He was now dependent upon nobody and was 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


STATION 


When I told him 


His home was mort- 


It had 


He said 


JOHN A. STEVENSON 
President 

















fused to carry the advertising, Icove and 
Kreinberg asked the Siegels to return 
the $2,500 down payment but they re- 
fused and the matter went to arbitration. 

All three arbitrators, including the 
Siegels’ representative, agreed that the 
Cleveland lawyers were entitled to a re- 
fund. However, since the Siegeis pro- 
duced evidence that they had paid an 
intermediary $1,250 to put through the 
deal with the Cleveland men, the arbi- 
trators held that half of this commission 
should be assessed against each of the 
litigants and that the refund should not 
be the full $2,500 but $2,500 less $625, 
or $1,875, 


Award Is Binding 


Under New York law, the winner 
under an arbitration proceeding can go 
into supreme court and ask for a judg- 
ment for the amount involved, which 
the court must automatically allow in 
the absence of proof of fraud. The Sie- 
gels tried to make something of the fact 
that the Cleveland lawyers had agreed 
to pay their arbitrator a fee and charged 
that it was contingent upon the case be- 
ing decided in the lawyers’ favor. 

However, it is quite customary for 
each party to pay its arbitrator, the 
only provision being that the amount to 
be paid must be recorded with the sec- 
retary of the arbitration association. 
This provision had been complied with. 
Supreme Court Justice Valente held that 
there was not the slightest evidence of 
irregularity and gave a judgment in favor 
of the Cleveland men. It is from this 
judgment that the Siegels are appeal- 
ing. 

The contract provisions to which Mr. 
Hirst calls attention were that the Cleve- 
land concern would make an account- 
ing each month and if gross income were 
between 20 and 30 percent in excess of 
gross expenses, 20 percent would go to 
the New York concern. If the excess 
were 30 to 40 percent the 30 percent 
would go to New York, while if 40 per- 
cent or more, 40 percent would go to 
New York. As a limitation on expenses 
the two lawyers were not to get more 
than $90 a week between them until the 
balance of the franchise fee had been 
paid. In addition to the sliding scale of 
profit-sharing, the Cleveland concern 
was to pay two-thirds of all gross in- 
come in excess of 40 percent over ex- 
penses until the entire franchise fee had 
been paid. 

The record of the case contains an 
amusing touch. One of the New York 
concern’s letters exhorting the Cleve- 
land lawyers to fight on and not be dis- 
couraged by the radio stations’ refusal 
to carry the advertising contained the 
statement that there was a fine oppor- 
tunity “to make a lot of money—legiti- 
mately.” 


Form Sales Executives Club 


For the purpose of exchanging ideas 
and problems of sales managers and 
executives in and around Newark, a 
Sales Executives Club is being formed 
there. Organization will be completed 
immediately after the first of the year. 
One of the prime movers in the new club 
is H. G. Kenagy, superintendent of 
agencies of Mutual Benefit Life. 


Indianapolis Takes Action 


The Indianapolis C.L.U. chapter 
joined in the defense bond sales pro- 
gram in Indianapolis and Marion county, 
sponsored by the Indianapolis Associa- 
tion of Life Underwriters. Carl F. 
Maetschke, defense bond campaign 
chairman for the life underwriters, spoke. 
Members of the chapter voluntered as 
speakers and as team members. 


Prudential employes contributed a 
total of $1,725 to provide Christmas gifts 
for fellow employes who are in the 
armed services. 
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Offers Priority Prospecting Plan 
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Home Life of New York has devised 
what it calls a priority prospecting plan. 
The plan to aid the field force in its 
work in the face of the war effort was 
launched in a series of agency meetings 
under the direction of W. P. Worthing- 
ton, vice-president and superintendent 
of agencies. 

The plan was outlined to the field 
force, by a letter from President James 
A. Fulton. He points out that priority 
operations brought on by the war effort 
would make many people poorer life 
insurance prospects, but millions, on the 
other hand, are going to be better ones. 
The agent’s major problem, as a result, 
will be one of intelligent selection. The 
priority prospecting plan, he stated, is 
designed to help meet this problem of 
selection by pointing out the effect of 
national priorities on industry. 

The picture above shows Vice-presi- 
dent Worthington (left) and President 
Fulton. 

The priority prospect is defined as a 
person who benefits from the greatest 
national income in the history of the 
U. S. A.; has a problem which can be 
solved resol life insurance; can be 
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interviewed under favorable circum- 
stances, and who has never before been 
approached by the agent on the subject 
of life insurance. 

Those who enroll in the priority pros- 
pecting plan pledge themselves to see an 
average of one such prospect daily. 

Each agency has been furnished a 
wall poster approximately 4 feet by 5 
feet which charts upwards of 40 occu- 
pational indices. The home office will 
supply each agency with a ‘Monthly 
Census of Sales.” These figures, trans- 
ferred to the wall poster and supple- 
mented by other bulletins, will “index” 
the market from which greatest volume 
is coming in any particular month. 

The initial period of the plan is three 
months. At the end of this time, agents 
who qualify by their priority prospecting 
activity will join with President Fulton 
and members of the agency department 
at regional seminars. Experience for 
the first quarter will be reviewed at 
these meetings and plans laid for devel- 
opment for the rest of 1942. 

The company also has put out two 
new folders to encourage old policy- 
holders to cooperate. 








Eyes on Baumann 
and Lawrence for 
Johnston Vacancy 


Considerable interest is taken in the 
appointment that will be made to fill the 
vacancy on the board of trustees of the 
National Association of Life Under- 
writers made vacant by the election of 
Gale F, Johnston as third vice-president 
of Metropolitan Life. Mr. Johnston in 
September entered upon the second year 
of his term as trustee, so that the one 
who is appointed his successor would 
serve only until the time of the annual 
meeting in Minneapolis next August. 

The choice, it is believed, lies between 
Jul B. Baumann of Houston and 
Howard C. Lawrence of Newark. 

A campaign was started last summer 
for Mr. Baumann, who is general agent 
of Pacific Mutual Life, for trustee, but 
Mr. Baumann put a stop to the efforts 
in his behalf prior to the Cincinnati 
convention, for the main reason, it is 
understood, that there were already two 
candidates for the position from the 
southwest. 

Mr. Lawrence was 2 candidate and his 
friends made an earnest campaign in his 


behalf but he was not elected. 

Both of these men are highly regarded 
and have done much more work for the 
business. 


Home Friendly Advances 
Home Office Men 


Walter H. Saitta has been appointed 
superintendent of agencies of Home 
Friendly. He started as an agent in the 
industrial-ordinary life business with 
Metropolitan at Cambridge, nearly 20 
years ago and has advanced through in- 
termediate positions, both in Canada and 
the United States. For a time he was 
manager at Baltimore. 

. L. Ward, supervisor of agencies, 
has been appointed secretary of agencies. 
S. L. Leitsch and Owen G. Ashley have 
been named supervisors of agencies. 





Connecticut Mutual Xmas Party 


More than 800 home office employes 
and guests attended Connecticut Mu- 
tual’s annual Christmas party Monday 
evening. President J. L. Loomis spoke 
on the significance of Christmas under 
today’s conditions. There was carol- 


singing, a musical review, and exhibition 
bowling, ping-pong, and squash matches. 


WE ARE BUILDING 
FUTURES 


We have just set up an 
Agency Division in which 
the entire staff, headed by 
an Agency Vice President, 
came from our own ranks. 


The seven men who com- 
prise this staff have a total 
combined service of 134 
years with this company. 


No one of them ever 
worked for any other in- 
surance company. 


Every one of them has 
worked as an Agent in 


the field. 


This tells the story better 
than any other way we 


know of how Shield Men 
are building futures. 
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Deputy Commissioner Gough of New Jersey and Charles G. Taylor, vice-president 
of Metropolitan Life, both of whom are just getting about after having been invalided 





for several months, as they appeared at insurance commissioners convention in 


New York. 








Producers Enjoy 
Field Day on Coast 


SAN FRANCISCO—Agents of San 
Francisco and environs have been enjoy- 
ing a regular field day for new business 
since the Japs sent a covey of airplanes 
over the state of California. The im- 
petus is credited to war fear, new war 
clauses and rate increases. 

Several offices reported that between 
Dec. 8 and 20 they did more business 
than in any similar period of time; 
reports were that between Dec. 8 and 15 
some offices did as much as four times 
the volume ever done in a single week 
previously, 

Agents were so active during the past 
week as the effective dates of the 
changes drew near, the annual Christ- 
mas luncheon party, with its prizes, gifts 
and fun, attracted the smallest atten- 
dance in years. The men and women 
were all out writing applications as fast 
as they could get from one prospect to 
another. One New York Life agent said 
he had written seven applications the 
previous evening and five in the morn- 
ing of the day of the luncheon, Dec. 18. 

General agents and managers also 
reported long hours in the field and 
office but this did not stop about 22 
of them from attending the Christmas 
luncheon Dec. 19. 





Keystone Group of L. A. A. 
Elects New Officers 





Carroll Frey, editor of Penn Mutual 
“News Letter,” was elected chairman 
of the Keystone 
Group (Phila- 
delphia chapter) of 
the Life Insurance 
Advertisers As- 
sociation at a meet- 
ing. He succeeds 
George A. Adsit, 
vice - president of 
Girard Life. 

Albert F. Ran- 
dolph, sales promo- 
tion department 
Penn Mutual, was 
named secretary, 
and Howard D. 
Shaw, agency as- 
sistant Continental American Life, pub- 
licity chairman. 

_ Two dozen members of the L. A. A. 
in the Philadelphia section comprise the 
group which meets monthly. 

At the December meeting, E. Paul 
Huttinger, agency secretary Penn Mu- 
tual, reported on the Toronto conven- 
tion of the Sales Research Bureau and 
Agency Officers, and Mr. Randolph on 
the convention of the Direct Mail Ad- 
vertisers Association. 





Carroll Frey 





J. W. Thomson, vice-president and 
actuary of North American Reassurance, 
has been advised by his doctor to spend 





L.O.M.A. Announces 
Committee Setup 


Standing committees of the Life 
Office Management Association which 
were appointed by Ralph W. Beeson, 
secretary Liberty National, association 
president, have set about perfecting their 
organization. The office planning and 
equipment committee elected Carl E. 
Schneider, coordinator National Life of 
Vermont, as chairman, and prepared a 
program for the year. The departmental 
and functional costs committee elected 
W. J. Adams, comptroller of Canada 
Life, as chairman and assigned specific 
work to members, 

The latter committee during the year 
will prepare reports on a procedure for 
applications of life company cost ac- 
counting to the problems of loading, 
dividends, asset shares, etc., and the 
establishment of total investment ex- 
penses on a scientific basis; on problems 
of budgeting—techniques for establish- 
ing fluctuating departmental budgets, 
based on volume of business handled, 
and on the use of departmental and 
functional costs for appraisal of effec- 
tiveness of office planning, mechaniza- 
tion, etc. 


Other Committees Named 


The other committees announced by 
President Beeson at the winter board 
meeting held in New York are clerical 
salary study, tests, manual of accounts, 
weekly premium form portfolio, educa- 
tional and examination. 

Personnel of committees is rotated 
from year to year so assignments may 
not be burdensome for the representa- 
tive of any one company and to lend a 
variety of points of view. The com- 
mittee personnel consists of technicians 
and specialists on the various subjects 
assigned. 

An important phase of the L. O. M. 
A. research work is the conducting of 
these studies through the committees 
which are assigned specific projects for 
long term research. These projects are 
of paramount interest to life companies 
and their results have proved of in- 
estimable value in life office operations. 
The careful detailing of the work makes 
it possible for the institution to avoid 
research duplication and has made avail- 
able to all the finest talent in the busi- 
ness, Frank L. Rowland, executive sec- 
retary, pointed out. 


Hartford College Directors 


Dr. A. C. Wilson and Earl C. Par- 
melee of Connecticut General Life are 
serving as members of the underwriting 
section of the life course of the Hartford 
College of Insurance. Dr. Wilson covers 
medical selection and Mr. Parmelee the 
lay underwriting subjects. 











the winter in Florida. He has been on 
leave of absence for the last five months 
because of a heart ailment but has been 
responding well to treatment. 
















Watch any young father and mother as 
they look affectionately upon a new-born 
son or daughter, and you will clearly under- 
stand why Robert Pollock referred to such 


little ones as: 


“,.. living jewels dropped 


unstained from heaven.” 


Any suggestion leading to the protection 
or future security of such a precious posses- 
sion will be listened to with interest. You 


may be most certain of that! 


Parents of this sort are among 


your most promising prospects. 












Grd) rudential 
Iumrace Y Company of America 


Home Office, NEWARK, N. J. 
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Canadian Business 
More Persistent 
Since War Started 


Canadian life insurance has _ been 
more persistent under war conditions, 
the Sales Research Bureau committee 
on persistent business reported on the 
basis of study of ordinary policies in 
force in 13 Canadian companies which 
have two-thirds of the ordinary life in- 
surance in force in the Dominion. 

A main purpose of the survey was to 
discover the trend in Canada during the 
prosecution of war, with its heavily in- 
creased taxes, higher cost of living and 
reducéd spendable income which might 
have resulted—but did not—in less abil- 
ity to maintain policies in force. 


Sketches Economic Situation 


While the cost of living index rose 
from 100 in August, 1939, to 112.8 in Au- 
gust, 1941, and total federal expenditure 
was more than two billions greater this 
year than in 1938, insurance in force 
rose steadily and terminations from all 
causes dropped about 25 per cent. The 
terminations indices for 1939, 1940 and 
the first nine months of this year, com- 
pared with 1938, were 92.6, 84 and 76 per 
cent, respectively, in 20 companies in 
Canada and Newfoundland. 

The Research Bureau tabulated the 
results thus: 


nancing have not yet been encountered, 
three things seem to stand out so far,” 

the Bureau summarized: “That the war 
has led to a sharply increased cost of 
living, to a very much heavier tax bur- 
den on each individual, and to extra de- 
mands for the diversion of past savings 
from current income to war loans and 
war savings certificates. It has increased 
industrial effort so sharply that national 
income is increasing, and as a result 
some persons in the community have 
more money to spend than they had 
prior to the outbreak of the war. The 
was has led to an increased apprecia- 
tion of the value of life insurance, with 
a consequent increased desire on the 
part of all policyholders to retain con- 
tracts issued to them without restric- 
tions prior to the war. 


Question of Post-War Period 


“Some concern may be felt for the 
persistency during any post-war read- 
justment period of business sold to the 
industrial worker under present condi- 
tions. The government has consistently 
encouraged the purchase of war savings 
certificates, not only to secure present 
funds but also to develop a post-war 
cushion for the individual which will help 
him to soften the shock of any readjust- 
ment required at the end of the war. 
This in itself may ease the strain which 
might otherwise fall on the life insur- 
ance held by these persons. Time and 
circumstance alone will tell the effects of 
this war-time saving and of the recently 





(Ordinary Business in Thousands) 


Terminations Insurance 

New Busi- from in Force 

ness Dur- Pct.of allcauses Pct. of at End Pet. 0 
Year ing Year 1938 during year 1938 of Year 10951937 
ee re ee me TY 85 SAE: neu $4,257,0 
MOBS seaetusoaworianeehe $351,047 — $309,926 ar 4,298,158 101.0 
ere © 350,543 99.9 287,018 92.6 4,361,683 102.5 
SDA. cin obe0s6ss nese 348,366 99.2 260.439 84.0 4,449,6 104.5 
SORE: 66645400.5455%00058 381,943 108.8 235,527 76.0 4,596,026 108.0 


*Estimated from first nine months 1941 


“The rapid drop in the 1940-41 termina- 
tions is self- evident,” the Bureau com- 
mented. “It is clear that this decrease, 
due mainly to better persistency, has 
been largely responsible for the improve- 
ment in the volume in force in the last 
two years. From the trend revealed it 
appears that life insurance can, at least 
at the outset of war conditions, improve 
its persistency and hence increase its 
business in force through developing a 
thorough understanding on the part of 
the public of the complimentary role 
which it fills. 

“Tt is perhaps a little early to judge 
the full effects on the persistency of 
business of the results of industrial ex- 
pansion on the one hand and increased 
taxes, cost of living, and so forth on 
the other. To the middle of 1941, how- 
ever, a definite trend seems to be evi- 
dent, and this report has been prepared 
in the hope that the experience of the 
Canadian companies and their efforts to 
maintain and improve persistency may 
prove useful to United States companies 
as similar problems arise. 


May Be Greater Margin 


“As the war progresses, the produc- 
tion of tangible goods for civilian con- 
sumption will reduce. This in itself can 
be expected to reduce the competition 
for the consumer’s dollar. It may hap- 
pen that if further increases in taxes 
and in the cost of living do not take up 
the whole slack thus created, there will 
be a greater portion of the national in- 
come available for loans, the repayment 
of debts or the purchase of intangibles. 
This will then provide an-additional op- 
portunity for life insurance to further re- 
duce its policy loan account, to improve 
its persistency, and to increase its sale 
of new business.” 

Sales Research Bureau summarizes 
persistency results in three major group- 
ings by size of companies, under $150,- 
000,000 in force in Canada, 150 to 400 
millions, and over 400 millions. It was 
found the better persistency was en- 
joyed by each of the groups and the 
loss rates decreased as size of company 
increased. A lesser demand for policy 
loans and an increase in cash repayments 
of policy and premium loans also was 
observed. 

“Although the full effects of war fi- 





introduced unemployment insurance plan 
on the persistency of life insurance.” 


Alliance Life Agents to 
Have Week's Vacation 


Agents of Alliance Life will hold their 
convention at Cala Loma hotel, Coral 
Gables, Fla., Jan. 6-13, with only one 
day’s business session and the rest of 
the time open for recreation. Many 
events are planned, including deep sea 
fishing, attendance at the jai alai games, 
golf, etc. 


Practical Business Session 


The business meeting will center 
around a program of discussions of the 
theme “An Agency Unit in Operation,” 
by representatives of three general 
agencies. These will be led by general 
agents J. B. Dexter, Battle Creek, Mich.; 
Frank L. Noel, Champaign, Ill, and 
Charles Reinecke, Streator, Ill., each 
assisted by two agents. They will ex- 
plain their systems of operation. 

Those who will attend from the home 
office are President M. A. Kern, L. D. 
Kern, secretary-treasurer; A. J. Schmidt, 
executive vice-president; R. E. Button, 
reinsurance secretary; E. G. Atkinson, 
agency secretary, and Dr. J. E. Hun- 
singer, all of whom will be accompanied 
by their wives. 

Club qualifiers win all-expense trips; 
those who qualify for $200,000 Club may 
take their wives, and $250,000 Club men 
also win a bonus check. 











Bankers Life Sales Up 


152% First 10 Days of War 


DES MOINES—Bankers Life 
of Des Moines reported that new 
life insurance sales for the first 
10 days of the war showed a 152 
percent increase over the same 
period of 1940. 

For the period Dec. 8-17 inclu- 
sive, applications were received 
for $3,005,675 in new insurance as 
compared with $1,191,770 for the 
corresponding 10 days of last 
year. 





Branch of Sun Life Is 
Honored on 50 Years 





C. S. V. Branch, second vice-president 
of Sun Life of Canada, this week is cele- 
brating the 50th 
anniversary of his 
service with that 
company. He joined 
it early in life and 
was soon called to 
assume important 
responsibilities, in- 
cluding managerial 
positions in British 
Columbia, Mexico 
City and Phila- 
delphia, 

He became an of- 
ficer in 1915 when 
he was appointed 
assistant secretary. 
Later he became particularly identified 
with reassurance in its many forms, and 
is today a recognized authority on this 
phase of life insurance. Mr. Branch also 
has traveled extensively in connection 
with the business of Sun Life. 

At a dinner given in his honor by fel- 
low officers and colleagues in Montreal, 
Arthur B. Wood, president and manag- 
ing director, referred to the rare ability 
and personal qualities of Mr. Branch and 


Cc. Ss. V. Branch 





expressed appreciation and congratula- 
tions from the entire staff. 





Jones Reassures Public 


The insuring public of Iilinois was re- 
assured by Insurance Director Jones in 
a statement that there need be no fear 
their insurance protection will be en- 
dangered by the war. He said the in- 
surance code prescribes adequate stand- 
ards of solvency, the department is 
vigorously enforcing it, and there is no 
question about companies operating in 
Illinois whose head offices are located 
in foreign countries. The only foreign 
companies now operating in the State, 
he said, are those of nations remaining 
neutral or who are allies of this coun- 
try, these being British or Canadian, 
He pointed out attachment of war 
clauses to new life insurance policies is 
purely as a safeguard to all policy- 
holders. 


Chicago Cashiers Active 


The cashiers division of the Chicago 
Association of Life Underwriters held 
a Christmas party. It will hold a dis- 
cussion of war clauses at a meeting Jan. 
20. New officers to be elected soon by 
mail ballot will be installed. The division 
Jan. 8 will hold another in its series of 
lecture sessions on the Life Office Man- 
agement Association study courses. 








for example. 
butchers, 
girls. 


bankers, chorus girls, etc. 
4,000,000 people, and the 


—including chorus girls. 
insurance agents. 


Bill. 


an independent individual 


tract. 








Let's just consider some statistics—population figures, 
New York has 7,500,000 people— 
bankers, tired business men, and chorus 
It also has over 20,000 life insurance agents— 
which means about one agent for every 375 butchers, 


And there are about 7,000 


But there's only one Bill Olive. 
thirty-eight years Bill has been Franklin General Agent 
in the beautiful little city of Holland, Michigan, which 
has 15,000 thrifty citizens. Everybody i in town knows 
And 3,800 local people are his policyholders . . . 


You may never be a Bill Olive. But if you hanker for 
surcease from the maddening crowds, and a fine 
business of your own; if you want to be your own boss, 


Direct-with-the-Home-Office General Agency con- 
Don't be a statistic. 


The 
FRANKLIN LIFE 


INSURANCE COMPANY 


Springfield, Illinois 
CHAS. E. BECKER, President 
Founded 1884 
More than $200,000,000.00 Insurance in Force 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


DON'T CALL 
Me 
A STATISTIC! 


Then there's Chicago, with 
usual assortment of trades 


He's no statistic. For 


— ask about a Franklin 
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Insurance Pamphlet 
for Buyer Is Put 
Out by N. Y. Group 


“How to Buy Life Insurance” is the 
title of a 32-page pamphlet that has just 
been put out by the Public Affairs Com- 
mittee, 30 Rockefeller Plaza, New York 
City. It sells for 10 cents. The author 
is Maxwell S. Stewart, who is editor of 
the pamphlet series that is being pub- 
lished by the Public Affairs Committee. 
It is the 62nd such publication. The ma- 
terial is well organized, it is written sim- 
ply and the advice on the whole is sound. 
The author seems to be pretty well smit- 
ten by savings bank life insurance and 
put in a plug for it but there is a com- 
plete absence of muck raking and an- 
tagonism. The pamphlet is written in 
the spirit of desiring really to be helpful 
to insurance buyers and there is no ul- 
terior motive discernible. The booklet 
closes with this set of “Simple sugges- 
tions regarding your life insurance:” 

“Buy your insurance; don’t wait to 
have it sold to you. Shop around. Get 
the fullest information about any poli- 
cies you are considering and buy what 
best suits your needs. 

“Use insurance to protect your depen- 
dents in the event of your premature 
death. Use systematic savings to pre- 
pare for your future retirement. But be 
sure you know what you are doing be- 
fore you combine these elements in a 
single insurance contract. 

“Place your insurance primarily on the 
family breadwinner. 

“Remember that you get more for your 
money in ordinary insurance than in in- 
dustrial insurance. 

“Make sure you investigate savings 
bank life insurance if you have it in 
your state. 

“If the company you work for offers 
group insurance, take all that the plan 
allows you. 

“In arranging your insurance program 
do not overlook benefits payable under 
the old-age and survivorship provisions 
of the social security act. 

“If you have taken a loan on a policy, 
or need a new loan, investigate the pos- 
sibility of refinancing or borrowing 
through a bank. 

“Don’t buy more insurance than you 
can pay for, and after you have pur- 
chased it, keep it in force so long as your 
needs for it exist. Don’t buy a policy, 
pay a few premiums on it, allow it to 
lapse, and then at some later time buy 
another policy, or you will be wasting 
your money.’ 

The author gives “suggestions for fur- 
ther reading,” which comprises an inter- 
esting and varied list as follows: 

‘Life Insurance: A 
New York, Har- 


Berman, Edward. 
Critical Examination.” 
pers. 19388. $2. 

“Facts vs. Fancy in Industrial Life In- 
surance.” New York, National Associa- 
tion of Life Underwriters. 1940. 10c. 

Gilbert, Mort and E. A. “Life Insur- 
ance: Investing in Disaster.” New York, 


Modern Age. 1938. 75c. 

Giles, Ray. “Your Money and Your 
Life Insurance.” New York, Harpers, 
1935. $1. 

Harwood, E. C., and Francis, Bion H. 
“Insurance and Annuities from the 
Buyer’s Point of View.” Cambridge, 
Mass., American Institute for Economic 
Research. 1936. $1. 


Huebner, Solomon S. “The Economics 
of Life Insurance.” New York, Appleton- 
Century. 1929. $2.50. 

“Life Insurance.” New York, Apple- 


ton-Century. 1935. $3.50. 

Linton, M. Albert. “Life Insurance 
Speaks for Itself.” New York, Harpers. 
1939. $1.50. 


Maclean, Joseph B. “Life Insurance.” 
New York, McGraw Hill. Revised Edi- 
tion, 1939. $4. 

Pink, Louis H. “Industrial Life In- 
Surance.” Recommendations to joint 
legislative committee for recodification 
of the insurance law, Albany, N. Y., 
State Department of Insurance. 1938. 

“Savings Bank Life Insurance.” Wash- 
ington, D. C., Division of Labor Stand- 
ards, U. S. Dept. of Labor. Bull. No. 44. 
1941. Free, 

“Your Investments, Some Rules for 
Buying Insurance.” New York, Ameri- 





ean Investors Union, Ine. June, 1941. 
50e. 

Temporary National Economic Com- 
mittee Monographs (obtainable from the 


Government Printing Office, Washington, 
. €.). 


Davenport, Donald H., and Gesell, Ger- 


hard A. “Families and Their Life In- 
surance.” Monograph, No. 2. 1940. 75c. 
Gesell, Gerhard A., and Howe, Ernest 


J. “Study of Legal Reserve Life Insur- 
ance Companies.” Monograph No. 28. 
1940. 50c. 

“Statement on Life Insurance.” Mono- 
graph No. 28-A. 1941. 15c. 


The Public Affairs Committee is a 
non-profit organization fostering adult 
education along social and economic 
lines. Most of its members are interested 
in adult education in one form or an- 
other. Its chairman, Luther Gulick, is 
a member of the National Resources 
Planning Board. Lyman Bryson, vice- 
chairman, is on the faculty of Teachers 
College, Columbia University. 

Ordway Tead, treasurer, is connected 
with Harper’s book publishing firm. R. 
L. Buell is with “Fortune” magazine. 
William Trufant Foster is connected 
with the Pollock Foundation of Boston. 
H. D. Gideonse is president of Brooklyn 
College and Felix Morley is president of 
Haverford University. Francis P. Miller 
is counsel of the Foreign Relations Com- 
mittee and William T. Stone is a mem- 
ber of the Foreign Policy Association. 


George Soule is on the “New Republic.” 

Maxwell S. Stewart, editor of the 
pamphlet series, and author of the life 
insurance pamphlet has been with the 
committee for the last five years. Before 
that he was with the Foreign Policy As- 
sociation for three years and prior to 
that taught at Yeng Ching University at 
Peking. 

While many life insurance men feel 
that the booklet errs in taking some of 
the distorted TNEC testimony at its face 
value and in including several of the 
worst muck-raking books on life insur- 
ance in its suggestions for outside read- 
ing, the general opinion of Mr. Stewart 
and the committee is that they were 
honestly trying to approach the subject 
from the buyer’s point of view in an ob- 
jective and unbiased fashion. 

The Public Affairs Committee is sup- 
ported partly by the sale of its pamphlets 
and partly by grants from foundations 
interested in promoting adult education. 
In the past it has received support from 
the Falk Foundation of Pittsburgh but 
currently its principal income, aside from 
the pamphlets, is from the Alfred P. 
Sloan Foundation, which promotes eco- 
nomic education. 





Old Line Life Pays 15c Extra 


Old Line Life of Milwaukee, in addi- 
tion to paying its regular quarterly divi- 





dend to stockholders of 15 cents a share, 
has paid an extra dividend of the same 


amount, making the total distribution 
for the year 75 cents. Such an extra 
has not been oaid previously. Although 
Old Line Life makes dividend payments 
four times annually, the payment periods 
do not fall exactly at quarterly intervals. 


Honor St. Louis Star Salesmen 

ST. LOUIS.—Harold J. Cummings, 
vice-president Minnesota Mutual Life 
and board chairman of the National Fed- 
eration of Sales Executives, was the 
principal speaker at a dinner of the 
Sales Managers Bureau of the St. Louis 
Chamber of Commerce honoring 36 star 
salesmen of as many St. Louis firms and 
business enterprises. 

Among the life insurance men on the list 
were: I. M. Barker, Connecticut Mutual; 
ae Emery, Mutual Benefit Life: 

E. Hackman, Guardian Life; Milton 
Rock, Northwestern Mutual Life, St. 
Louis; George Nassar, Northwestern 
Mutual, Troy, Mo.; O’Donnell, 
Prudential; Fred F. Sale, General 
American Life; E. O. Tachannen, Re- 
liance Life; John P. Veith, Masschu- 
setts Mutual Life. 





Get revised edition of “Life Insurance 
and Federal Tax Laws.” 50c. National 
Underwriter, 175 W. Jackson Blvd., Chi- 
cago. 
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PILOT AGENTS’ EARNINGS ARE 


BEST EVER 


ONE of the outstanding highlights of our 
operations this year is the fact that the earn- 
ings of Pilot Agents have been greater, on the 
average, than ever before in the Company's 


While accounted for in part by better 
economic conditions, this improvement is pri- 
marily a result of modern, up-to-the-minute 
sales methods, employed by an enlarged and 


Pilot field force. 


PILOT LiFe 
INSURANCE COMPANY 4 


GREENSBORO, N. C. 
Emry C. Green, President 


fren menarin wom caaouna i 
HE PILOT 

















8 





HeNATIONAL UNDERWRITER 


December 26, 194) 





——., 





War Clause Confusion Grows Less 


(CONTINUED FROM PAGE 1) 





their moral support to the widest pos- 
sible use of a general war clause to be 
applied to all applicants regardless of 
age or sex. For example, North Amer- 
ican Reassurance has revised its rein- 
surance application form for both facul- 
tative and automatic business to include 
a question with reference to whether the 
ceding company’s policy will contain a 
war clause or not. The letter states that 
“there is undoubtedly a trend towards 
uniformity and we expect that the ma- 
jority of companies will adopt a war 
clause for all ages and sexes.” 

Since the Metropolitan, Equitable So- 
ciety, Prudential, New York Life, Mu- 
tual Life of New York, Northwestern 
Mutual and Connecticut General last 
week announced application of war 
clauses to all policies, these additional 
companies have taken similar action: 

Home Life of New York, effective 
Dec. 22. 

Aetna Life, now in effect; stipulates 
ages 10-65. Excludes deaths in service 
due to war, but field men anticipate an 
interpretation that protection will be 
given against deaths due to sickness. 

Effective Dec. 22 State Mutual began 
to apply the war clause to all persons, 
regardless of age or sex. 


Companies’ Actions Detailed 


Equitable Life of Iowa, effective 
after Dec. 31 all ages, both sexes. 
Clause is being revised to provide cov- 
erage in the United States, District of 
Columbia and Canada. 

National Life of Vermont, 
effect, all ages, both sexes. 

Union Central, effective after Dec. 
26, all ages, both sexes. Also will be 
applied after that date on all attained 
age term conversions. 

Connecticut Mutual, effective Dec. 29, 
all ages, both sexes. Excludes deaths 
in armed forces due to war, wherever 
occurring. 

Massachusetts Mutual, effective Dec. 
23, all ages, both sexes, excludes all 
deaths in service due to war. 


John Hancock Makes Change 


John Hancock, which about 10 days 
ago announced limited application of 
its war clause to those in service or 
subject to draft, announced new rules 
effective Dec. 22, applying the clause 
to ages 10-65. This clause excludes 
deaths in armed forces outside the 
United States but affords full coverage 
in this country. 

New England Mutual, effective at 
once on_all new policies, ‘all ages, both 
sexes. Excludes deaths in service out- 
side the U. S., deaths of civilians oc- 
curring within two years while traveling 
abroad; also due to military or naval 
aviation service, and for two years while 
in auxiliary or civilian noncombatant 
service outside the U. S. However, full 
protection is given to all in the United 
States, except for participation in war 
time aviation. Similar to most clauses, 


now in 


New England Mutual also excludes 
deaths of service men occurring within 
six months after termination of service 
where due to war causes. 

Federal Life, Chicago, now in effect, 
all ages, both sexes. Excludes deaths 
in service due to acts of war. 

Alliance Life, effective Dec. 26, all 
males ages 15-36, both single and mar- 
ried; requires military questionnaire 
from ages 37-50. Clause excludes serv- 
ice deaths outside U. S. and due to re- 
sults of war while in service in this 
country. 

Central Life of Illinois, now in effect. 
applies to all males 18-36. This is a 
“status” clause, excluding all deaths oc- 
curring in service in time of war. Com- 
pany, however, is considering changing 
to a broader interpretation similar to 
that of other companies. 


Another Affects Both Sexes 


Mutual Trust Life decided to put a 
clause in effect Jan. 1 for both sexes, 
ages 15-44, both inclusive, and will ex- 
ercise discretion in applying it to other 
applicants who may be especially sub- 
ject to the war risk. 

Illinois Bankers is debating on a 
clause and anticipates putting it in ef- 
fect Jan. 1. 

Northwestern National Life an- 
nounced a clause, now in effect, appli- 
cable to all males ages 16-35, regardless 
of their selective service status; to re- 
serves, etc., and to those whose expo- 
sure to war may be more than normal. 
The clause excludes all deaths incurred 
in the service due to acts of war. 


Mutual Benefit’s Position 


Mutual Benefit Life put a clause in 
effect Dec. 23 on males only, ages 16-45, 
to all members of the armed forces and 
to women, such as Red Cross workers 
and nurses where there is definite war 
hazard. The limits on issues at and 
above age 46 are unchanged and no 
clause applies to other females. The 
company is considering adoption of an 
optional rider which will provide full 
coverage with payment of an extra prem- 
ium for the war risk. Mutual Benefit’s 
present war clause excludes deaths oc- 
curring in service due to acts of war, 
wherever they may take place. In such 
case the benefit is return of premium 
at 3 percent interest, or reserve, which- 
ever is higher. 


The clause excludes death while in 
military or naval service and civilian 
aviation deaths unless the insured is a 
fare-paying passenger. There is the 
usual two-year travel and residence re- 
striction, though this is not included in 
New York policies. 

Fidelity Mutual has adopted a war 
clause effective Dec. 22. It will be in- 
cluded in all new policies issued. 

Continental Assurance, which only a 
week ago bulletined to agents a limited 
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mid-western company, not now 
represented in Mobile. 


Multiple-line company. Writes or- 
dinary, group, annuities, hospital- 
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State full particulars. Your con- 
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Chicago, IIl. 
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An outstanding Southern Life 
Insurance Company has opp 
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tional Underwriter, 175 W. 


Jackson Blvd., Chicago, II. 














rule for application of war clause, sent 
out another bulletin extending the 
clause to all new policies for both sexes, 
ages 15 and older. It will be effective 
Jan. 1, the company states, on all poli- 
cies issued. The war clause, now in 
preparation, has as its salient features: 

Two years restriction for death due 
to any war while outside continental 
United States or that portion of Canada 
south of latitude 55 degrees; restriction 
without time limit for death occurring 
outside the continental United States 
and Canada (south of 55 degrees) if the 
individual is in the armed forces of any 
country; restriction without time limit 
for death resulting because of aviation, 
other than passenger flying on regu- 
larly scheduled transport lines inside 
continental United States and Canada 
(south of 55 degrees). 

This company states restrictions of 
war hazard within continental United 
States or Canada (south of 55 degrees) 
is not now contemplated, but the na- 
tional and international situation is 
changing so rapidly that these rules are 
subject to change without notice. Spe- 
cial modification may be required in 
Texas and Minnesota. 


Sends Letter to Policyholders 


Continental Assurance is sending out 
a letter to any group or wholesale cer- 





tificate holders who inform the com- 
pany they are going to war and wish 
to secure permanent form of coverage, 
The letter states: “The plan of insur- 
ance you are selecting under conversion 
provision of your certificate costs $~ 
per $1,000 annually at attained age —, 
with an extra premium of $90 per 
$1,000 yearly while you are in military 
service. But you may have the con- 
verted contract without extra premium 
if you will accept it with a rider ex- 
cluding the war hazard. Please instruct 
us by mail if possible. 

“As a matter of fairness we want you 
to know that National Service Life In- 
surance is available from the govern- 
ment, non-medically, within 120 days of 
induction into service, unrestricted coy- 
erage up to $10,000, five year term 
rates, payroll deduction. Your em- 
ployer can give you further informa- 
tion. Or, if you are already in service, 
ask your superior officer.” 

Wisconsin National Life announced 
that effective immediately it would in- 
clude the war clause in all new policies 
issued to males ages 15-36, inclusive, 
and also to males registered for the 
draft who now are over 36; to members 
of all military and naval services, in- 
cluding reserves active or inactive re- 
gardless of their age; and to any other 
applicants where in the company’s 
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IN THE NAME OF PROGRESS 


Over 600 firms have put into operation the Min- 
nesota Mutual Pay Roll Deduction Plan. Unique in 
its advantages to employer, employee and agent, 
the Plan is being used more and more by progres- 
sive far-sighted firms. A field of prospects unlim- 
ited in possibilities is at your door with this con- 
venient workable plan. And that's not all; check 


over these ADDITIONAL ADVANTAGES enjoyed 


A liberal agency contract 

A plan for financing your agency 
Accounting methods to guide you 
Proven plans for finding—training agents 
A liberal financing plan for your agents 
A unique supervisory system 

Organized Selling Plan 

Unusually effective selling equipment 


Policies for every purpose: Regular — Family — 
Juvenile — Women — Group — Payroll — Sav- 
ings, Social Security, etc. 


10. Low monthly premiums 


A $250,000,000 Mutual Company, 61 years old, with an 
understanding, cooperative Home Office 
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Mutual Life Cleveland, L. A. Managers 





A. 


PATTON 


G. 


Mutual Life announces the appoint- 
ment of George A. Patton as manager 
of its Cleveland agency and of G. A 
Sattem as manager of its agency at Los 
Angeles. 

Mr. Patton will also serve as special 
assistant to the vice-president and man- 








G. A. 


SATTEM 


ager of agencies in connection with 
agency operations in the mid-western 
territory. 

Mr. Sattem will act in a similar capac- 
ity with respect to the company’s west 
coast agencies. Both men are widely 
experienced in the business. 








opinion there is a war hazard sufficient 
to warrant use of the war clause. 

President Leroy A. Lincoln of Met- 
ropolitan Life, in announcing his com- 
pany’s action, explained the general 
practice would not become effective un- 
til Jan. 1, and some modification would 
be necessary in certain states because 
of special requirements. 


Explains Metropolitan’s Clause 


The clause, he said, excludes from 
full coverage only deaths resulting from 
an act of war, when such act occurs 
while the insured is in the military, 
naval, or air forces outside the conti- 
nental limits of the United States of 
America (including Alaska), the Do- 
minion of Canada, and Newfoundland. 
The aviation provision excludes from 
full coverage deaths resulting from 
travel or flight in any kind of aircraft, 
unless the insured is being transported 
solely as a passenger. 

Mr. Lincoln said while restrictive 
provisions had been used by the com- 
pany in certain types of cases since 
1939, its policies issued prior to that 
time generally were free of war risk re- 
strictions, except such as applied to dis- 
ability and double indemnity benefits. 
The present aci.on does not affect any 
policies already issted, he said. 


Tells of Mutual Lif. Plan 


The Mutual Life of New York clause, 
President L. W. Douglas stated, would 
be applied to all policies for both males 
and females, but does not affect policies 
already in force. The clause will exclude 
liability for deaths resulting from mili- 
tary or naval service, and also under cer- 
tain other specified conditions. He ex- 
plained the purpose is to avoid subject- 
ing present policyholders to the inclusion 
of excessive risk on new business se- 
cured during the war period. The pres- 
ent situation, Mr. Douglas said, demands 
that every possible safeguard be taken 
to protect the interests of existing pol- 
iclholders. 

A garbled version of Mutual Life’s 
war clause action carried in.a daily pa- 
per, made it appear that the company’s 
clause excluded civilian deaths from en- 
emy action even though they occurred 
within the United States. Mutual’s 
Clause would exclude civilian war 
deaths only if they occurred abroad, as 
Is the case with most other war clauses, 
though no company can use the travel 
exclusion on its New York state‘ busi- 
ness. So far there has been no serious 


discussion by any company of putting on 
a clause that would exclude civilian 
deaths from _ hostilities within the 
United States, though some actuaries 
have felt for more than a year that 
these deaths should be excluded from 
the policy coverage, even though civilian 
deaths in United Kingdom air raids 
have not indicated that the hazard to 
civilians is particularly severe. 


Provident Life & Accident is applying 
a war clause which excludes death in 
armed forces outside the U. S., and also 
within this country while serving in an 
air force of any country engaged in war, 
regardless of cause of death, or within 
six months following termination of such 
service, if due directly or indirectly to 
injuries, sickness or disease contracted 
while in such service. It also excludes 
any aviation death except as fare-going 
passenger on a regular airline, and has 
the two year travel exclusion. In event 
of such death, benefit is premiums paid, 
without interest, or reserve, whichever is 
greater. The term “while serving” used 
in the clause takes in the entire period 
from enrollment to discharge, whether 
active or inactive service. Panama Canal 
Zone is excluded from coverage. 


Southwestern Life Clause 


Southwestern Life of Dallas has ap- 
plied a war clause that went into effect 
Dec. 20. -These special conditions re- 
lating to military and naval service, it is 
provided, shall terminate five years from 
the date of the policy and thereafter 
shall be of no further force or effect. 
The policy excludes liability for death 
occurring while in service with the 
armed forces beyond the continental 
limits of the United States and death 
anywhere occurring “either directly or 
indirectly from injury received or disease 
contracted as a result of the insured 
serving with the air forces.” In the 
event of death under excluded condi- 
tions, there is to be returned the sum 
of the premiums paid or the policy re- 
serve, whichever is greater. 

Republic National Life of Dallas, hav- 
ing had a modified war clause in effect 
since July 1 on policies in excess of 








Former Atlantan, now in executive capacity 
with: large life company in East, wishes to re- 
turn to Georgia as General Agent or Manager. 
Age 39, C.L.U., forceful personality, large pro- 
ducer. ‘Wide Georgia connections. Address Box 
0-84, The National Underwriter, 175 W. Jack- 
son’ Blvd., Chicago, IIl. 


$2,500 ,adopted a full war clause effective 
Dec. 12. 

Although Texas law provides that 
death must be the “result” of service 
rather than occurring “while in” military 
or naval service, Texas war clauses vary 
as to type of service and scope of policies 
covered but in general say that if death 
occurs as the result of service under 
specified conditions the liability will be 
limited to premiums paid or cash value 
of policy. 

The Franklin Life of Springfield, IIl., 
is applying a war clause to males be- 
tween ages 14-36, those in the armed 
services and others where there seems 
to be a definite war hazard. Franklin 
Life did not remove its war clause im- 
mediately following the last war, as did 
practically all of the other companies, 
but it did take the war clause out of 
the policy about 1% years ago. 





Will Amend Quebec Law 


MONTREAL — The Quebec provin- 
cial government plans to amend the in- 
surance law governing husbands and 
parents so that the person insured and 
the beneficiary may make use of the 
privileges outlined in the insurance 
policy, it is announced by Premier God- 
bout. The act, he said, “will assure 
them the right to borrow and to make 
use of their economies in other ways.” 


CALLED TO SERVICE 


Two sons of Stanley K. McAfee, 
manager for Mutual Life at Charlotte, 
N. C., are in service in the Pacific. The 
oldest son, Byington, age 24, is a first 
lieutenant in the army air corps and is 
stationed at Nichols Field in the Philip- 
pines. His family has had no word from 
him since the war started. 

The youngest son, Stanley K., Jr., 
age 21, is an ensign in the navy and is 
stationed at Pearl Harbor, Honolulu. 
He was on the Oglala, a mine layer, 
that was sunk Dec.7. However, the fam- 
ily has received a cablegram from him 
that he is safe. 








N. Y. Sales Up in November 


Sales of ordinary life insurance in 
New York City for November were 
$47,245,000 as against $42,590,000 for 
November, 1940, according to figures 
compiled by the Sales Research Bureau 
and released by the New York City Life 
Underwriters Association. 


Two New A. L. C. Members 

American Life Convention has ad- 
mitted to membership Mutual Savings 
Life of St. Louis and Jefferson National 
Life of Indianapolis. 
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The State Life Insurance Company of Indianapolis, Indiana . 
Is a Mutual Legal Reserve Company Founded 1894 . . 
Has Paid $133,000,000 to Policyholders and Beneficiaries . . 
Holds Assets of over $54,000,000 for their benefit . ... . 
Issues Policies from Ages One Day to Sixty-Five Years . . . 
Issues Policies on Male and Female Lives at the Same Rates . 
Issues Policies with Double Indemnity and Disability Benefits . 
Issues Juvenile, Educational Fund, and Family Income Policies. 
Issues Salary Continuance and Retir-ment Income Policies . . 
Issues Many Other Standard and Up-to-date Policy Forms . . 


Offers Agency Opportunities and Training for Those Qualified. 
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EDITORIAL COMMENT 





Christmas, 1941—Can It Be a Merry One? 


The Christmas season is always very 
colorful and stands out as probably the 
foremost national holiday in its various 
aspects. Santa Claus symbolizes to us 
highly desirable characteristics. He is 
the embodiment of merriment, a twink- 
ling eye, good cheer, the spirit of giv- 
ing and the highest and sincerest good 
fellowship. 

With the world distraught and our 
own country involved in war, many 
families having husbands, sons, broth- 
ers and other kindred in the service, 
and with all the uncertainty that it 
involves there naturally is a pall of 
anxiety resting over the country and its 
people. There is not, we must acknowl- 
edge, the high spirit of gayety that the 
ordinary Christmas fiesta brings. Per- 
haps in one sense people feel more 
closely allied and more sincerely united 
than they have for a long time. We are 
all traveling the same road. We have 
the same goal in mind. One objective 
is before us. We will be called upon to 
make sacrifices in different ways and 
they will hurt. 

However, there is one Christmas 
characteristic uppermost in the minds 
of people today and that is the spirit of 
giving. In this holiday season people 
are in the mind and in the notion to 
give to others and to reach out the 
helping and cordial hand. We will give 
to our country. 

So Christmas 1941 and the usually 
gay holiday season will bring to us all 
in a higher degree than it has ever 


Simpler War Clauses 


WHILE the current war clause situation 
may seem somewhat confusing, it is 
vastly simpler than it was during the 
previous world war. What is more 
important companies are going at the 
problem in a direct and fearless way 
which promises to entail a minimum of 
future complications in the way of 
future modifications. 

Those whose memories go back to 
the last war recall that one of the most 
troublesome features of the war clause 
problem was not only the difference in 
practice among companies but the modi- 
fications that were made after a com- 
pany had set up a certain practice with 
regard to risks involving the military 
hazard. About the time the agent got 
straight in his mind the various classi- 
fications and sub-groups ih which each 
type of prospect belonged, the home 
office would send out a supplementary 


done the spirit of giving. There is no 
one so big, so illustrious or so great 
that he is entirely independent of others. 
We all have our associations, our 
friends, our relatives. We are enmeshed 
with them. We have, our fraternities 
in business and in social life. It is un- 
natural to journey down the road alone 
with no friendly hand on one’s shoulder. 
In spite of chaotic and unprecedented 
conditions that are found in the world 
today we people of North America have 
much to be thankful for. We are a free 
people and will be free from the terror- 
ism that is found in other parts of the 
world. We believe in our form of gov- 
ernment and our way of living and we 
will do everything to maintain them. 
We have much really to be thankful 
for and there should be gratitude in 
our hearts for what we have and what 
we must preserve. 

While undoubtedly government func- 
tions will be altered and there will be 
more regulation along social lines, the 
fundamentals will be saved. Instead of 
offering wishes for a Merry Christmas 
we will change ours to wishes for a 
Comfortable and Friendly Christmas, 
with just as much of a roseate hue as 
our hearts can endure. We can fix our 
eyes on the star of Hope. We can draw 
more closely together in a common 
cause. We can help one another. Our 
most ardent wish is for the return of a 
permanent peace so that we can cele- 
brate this gladsome season in the old 
American way. 


Than Last Time 


bulletin making revisions which might 
or might not be of first importance but 
which involved absorbing a lot of new 
facts and figures. It was extremely 
confusing for the agent to try to explain 
the situation to his prospects and par- 
ticularly when it came to convincing 
them of the reasonableness of it. 

In contrast to the last war’s war clause 
system, which was built around the 
charging of extra premiums according to 
the extra hazard, the present plan that 
seems on the way to being almost uni- 
versally adopted is to issue new policies 
with the war clause no matter what the 
age or sex of the applicant. The agent 
need not concern himself with the pres- 
ent or probable future status of the pros- 
pect as far as war risk is concerned. 
Everybody gets the clause and it be- 
comes a common policy condition. 

From a competitive point of view 


there seems to be a fortunate disposi- 
tion on the part of virtually all compa- 
nies to adopt this across-the-board type 
of procedure. The agent who represents 
any of the large majority of companies 
which are following this course need not 
feel unduly concerned if a few companies 
choose to remain outside the fold. He 


can rest assured that these companies 
are not getting many applicants that 
would have bought from his company 
but for the war clause, for if the more 
liberal companies found themselves 
experiencing a rush of this type of busi- 
ness they would quickly slap on a war 
clause. 








PERSONAL SIDE OF THE BUSINESS 





Thomas F. Murphy, manager East 
Boston, Mass., district Metropolitan 
Life, was honored at a dinner on his 
30th service anniversary. John H. Almy, 
superintendent of agencies, presented 
him a service medal. Some 15 years of 
Mr. Murphy’s service have been in the 
East Boston district. He had also 
served in Newport, R. I., Framingham, 
Mass., and at St. Johnsbury, Vt. 


Miss Myrtle A. Pickens, cashier in 
the Oklahoma agency, completed 30 
years of service with Prudential. She 
joined the company at Muskogee, Okla. 
Her entire service has been spent with 
the same agency, the name of which 
was changed to the Oklahoma ordinary 
agency with headquarters in Oklahoma 
City in 1938. Presentation of her Pru- 
dential old guard certificate and diamond 
locket was made by Manager Charles D. 
Jolly in the presence of the staff. A 
basket of 30 roses was presented to her 
on behalf of the staff by Special Agent 
Maud Beech of Wichita. 


J. S. Kerns, Northwestern Mutual 
Life district agent at Pittsburg, Kan., 
and national committeeman, has been 
named district chairman for Crawford 
county Boy Scouts. 

Riley G. Cunningham, manager Met- 
ropolitan Life at Sedalia, Mo., formerly 
of Wichita, is confined to a_ hospital 
there from a heart attack and probably 
will be unable to return to his office 
before February. 

Miss Hazel F. Jolly, daughter of Mr. 
and Mrs. Charles D. Jolly of Oklahoma 
City, was married to Glen E. Paul of 
the same city. Mr. Jolly is ordinary 
manager for Prudential for Oklahoma 
and for west and central Kansas. Both 
bride and groom are graduates of the 
University of Oklahoma. 

Andrew Crosby, assistant insurance 
commissioner of Oklahoma, will be 
married Dec. 28 to Miss Armistice 
Walding of Lawton, Okla. Mr. Crosby 
has been in his present position a little 
more than four months, succeeding J. 
F. Gibson, who was called into military 
service. 

Walter F. Black, Omaha _ general 
agent of John Hancock Mutual Life, is 
back in charge of affairs, after having 
served a year helping train soldiers at 
a southern camp. 

Miss Johanna Mary Nollen, daughter 
of G. §S. Nollen, president of Bankers 
Life of Iowa, will be married to Lieut. 
James O. Bragg of Fort Knox, Ky,., at 
the Nollen home in Des Moines Dec. 26. 
Members of the families and a few inti- 
mate friends will attend. 

Bart Leiper, advertising manager of 
Provident Life & Accident, has been 
elected first vice-president of the Chat- 
tanooga Safety Council. 


DEATHS 


Venerable Chicago Agency 
Executive Dies 


DeForest Bowman, Chicago general 
agent of Bankers Life of Des Moines 
since 1914 until he retired in favor of 
his son Marquis a year or so ago, died 
at Grant hospital, Chicago, due to a 
heart condition which had troubled him 
for several years. He was 73 years of 
age, having been born in Newton, Ia., 
Nov. 3, 1868. 

His father was Col. M. T. V. Bow- 
man, who for many years was a general 
agent in the insurance business at Des 
Moines. DeForest after a business col- 
lege education in Des Moines went into 
his father’s office as cashier at the age 
of 17 and later became an agent, selling 
about $150,000 of life insurance annually. 
Subsequently he was special agent, gen- 
eral agent and superintendent of agen- 
cies of other companies and also a com- 
pany officer. Mr. Bowman never was 
one to talk much about himself but it 
is believed at one time he was with the 
old Washington Life, later was general 
agent of the Phoenix Mutual and also 
had represented the National Life of 
WE i As. 





Rediscovered Life Business 


After all these connections and ap- 
parent substantial success, Mr. Bowman 
decided there was not enough future in 
the business and went into the glass 
business at Des Moines, helping to form 
the Alward-Bowman Glass Co., which 
made and sold art glass for churcch 
windows. His son Marquis says that 
DeForest did not realize how fine a 
business life insurance was until he dis- 
covered the limited scope of the glass 
business. 

This chapter in his history was closed 
with his going to Pittsburgh as a gen- 
eral agent of Bankers Life of Des 
Moines, going out on the street with a 
rate book and selling $1,000,000 of life 
insurance in his first year there. He 
was transferred to Chicago as general 
agent in 1914, taking over a very small 
office and building it to substantial suc- 
cess. 


Mr. Bowman had married Alice J. 
Marquis in 1895. She and their son 
survive. 


Was National Guard Officer 


DeForest while in Iowa was a mem- 
ber of the national guard of that state 
and was a commissioned officer on the 
governor’s staff. He is a member of 
the Sons of the American Revolution. 

He was one of the earlier life insur- 
ance educators, long ago realizing the 
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necessity of thorough preparation for the 
business, a work plan and a_ well de- 
veloped, rehearsed sales technique. 





Miss Eda Cooper, 60, for a score of 
years chief clerk in the office of Presi- 
dent Stephenson of the Security Mutual 
Life of Nebraska, was found dead at 
her Lincoln home. 

Thomas A. Cahill, 64, for 17 years 
superintendent of the Fall River, Mass., 
district of Boston Mutual Life, died fol- 
lowing a long illness. He became an 
agent for the Boston Mutual in 1907. 

William S. Pond, who had been con- 
nected with Northern Life of Seattle in 
the home office city for 15 years, died 
at his home. He was at one time Mich- 
igan manager for National Life of Ver- 
mont. 

William H. Griswold, 83, former gen- 
eral agent at Hartford for Mutual Bene- 
fii Life, who retired about two years 
ago, died at his home in West Hartford. 
He had been connected with Mutual 
Benefit at Providence for 16 years be- 
fore going to Hartford, and previously 
was district agent at Waterbury, Conn. 
He had served the company in the field 
for upwards of 40 years, this being his 
only life insurance connection. 

Mr. Griswold was born in the Litch- 
field hills of Connecticut. He married 
a granddaughter of the famous Seth 
Thomas and was general manager in 
early life of the Seth Thomas Clock 
Company’s plant at Thomaston, Conn. 
His wife died some years ago. Since 
his retirement about two years ago Mr. 
Griswold had managed various trusts. 
He was succeeded at Hartford by Hollis 
L. Woods. 


J. W. Tharring:ton, i, ee 
Tharrington, general agent of Illinois 
Bankers Life at Pittsburg, Kan., died 
after spending over 40 years in the life 
business there. 


COMPANIES 


Security L. & A. Reinsures 
State Reserve of Denver 


Security Life & Accident of Denver 
has reinsured the business of State 
Reserve Mutual, an accident and health 
company. State Reserve has done busi- 
ness in its home state of Colorado only. 
The company was organized in 1931, 
and has a gross premium income of 
about $90,000 a year. The reinsurance 
agreement was approved by the Colo- 
rado department and by a vote of the 
policyholders in a meeting held Dec. 17 
in Denver. 

E. F. Gregory, formerly vice-president 
of State Reserve Mutual, becomes super- 
intendent of agencies of the accident 
and health department of Security Life 
& Accident, 


father of R 














Great Northwest Life 
Celebrates Gains in 194] 


SPOKANE, WASH.—In celebration 
of the establishment of several new mile- 
stones during the year, the Great North- 
west Life, was host to its employes and 
home office agents at a banquet. Presi- 
dent S. P. Weaver told of the company’s 
progress in 1941: 

Insurance in force increased 5.3 per 
cent and now exceeds $10,000,000. Assets 
increased 14.6 percent to nearly $1,500,- 
000. Surplus to policyholders increased 
17.8 per cent and now exceeds $300,000. 

George Falquist, manager of the home 
office agency in Spokane, former Spo- 
kane manager of California-Western 
States Life, who recently joined the 
Great Northwest Life, spoke on pros- 
pects for 1942. 





Pilot Life Portrays Nativity 


_Christmas carols and a life size “Na- 
tivity Scene” with papier-mache statues, 
flood-lighted are features of the Pilot 
Life home office this Christmas season 
which are attracting much attention. Pi- 
lot Life each year does something spe- 





cial at this time, and the setting this 
year is more elaborate than ever before. 
The carols will be played every night 
from 7 to 10 through Sunday, Dec. 28. 
The Pilot buildings will have the usual 
200 blue double candle wreaths in all 
front outside windows, and the trees and 
shrubbery will be attractively lighted. 


Offer $200 a Share 


RICHMOND-—Interests now _ con- 
trolling the Atlantic Life have offered 
minority stockholders $200 a share for 
their stock. This figure is said to be 
somewhat in excess of the present mar- 
ketable value of the stock. One of these 
stockholders “having a_ substantial 
amount of the shares is the Mutual As- 
surance Society of Richmond, it is 
learned. The interests now in control 
Own approximately 90 percent of the 
stock which was acquired from the 
Beneficial Loan Society. 

The management of Reserve Loan 
Life insists that Atlantic and Reserve 
Loan are not to be merged and that 
there will be no change in operating 
methods and policies of either. Atlantic 
is to continue in Richmond with Buck 
Wynne as president. 








Denies Central States Intervention 


ST. LOUIS—Circuit Judge Flynn has 
denied a petition of two attorneys to in- 
tervene in the receivership of the for- 
mer Central States Life. The attorneys, 
J. C. Jones and L. O. Hocker, are seek- 
ing to establish the validity of the con- 
tract for commissions on certain poli- 
cies. Their contract, originally made 
with American National Assurance about 
25 years ago, was assumed by Central 
States when it took over American Na- 
tional in 1933. They received the con- 
tract in return for advances of about 
$65,000 through American National, they 
contend. During the 25 year period un- 
til Central States went into receivership 
the two received about $300,000 in over- 
riding Commissions. 

Judge Flynn said that the attorneys 
might present their claim to John J. 























Phelan, commissioner appointed to hear 
claims against Central States after it was 
taken over by Mutual Savings in Sep- 
tember. He declined to rule on the val- 
idity of the contract. 





Get revised edition of “Life Insurance 
and Federal Tax Laws.” 50c. National 
Underwriter, 175 W. Jackson Blvd., Chi- 
cago. 


Holds Up Attorney Fees 


GRAND ISLAND, NEB.— Judge 
Spikes has taken under advisement, 
after hearing protests from Insurance 
Director Fraizer, claims for $15,000 at- 
torney fees sought by H. A. Grimminger 
and L. E. Peterson, who represented 
several policyholders of the Pathfinders 
Mutual Life in suits against the company 








Ralph R. Lounsbury, President 
W. J. Sieger,V. P. & Sup’t. of Agencies 
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and its officers for an accounting. Three 
attorneys called by the department 
placed $3,000 to $4,000 as reasonable 
fees. 

Witnesses testified that elimination of 
officers’ salaries, attorney’s fees and 
traveling expenses had reduced overhead 
expenses, under department supervision, 
$2,500 to $3,000 a month. No new 
business of any consequence is being 
written. Policy claims of $6,500 were 
paid in November. 





National Guardian Changes 


Dr. Albert Tormey, medical director 
of National Guardian Life, has been 
elected a director of the company to fill 
the unexpired term of the late W. J. 
Wandrey. 

L. J. Larson, who has been comp- 
troller for several years, was elected sec- 
retary-treasurer. The office of comp- 
troller is discontinued. 





Three New Equitable Directors 


Newly elected directors of Equitable 
Society are Sterling Morton of Chicago, 
secretary of the Merton Salt Company; 
Charles R. Hook, president of the 
American Rolling Mill Company, and 
Franklin S. Edmonds, Philadelphia at- 
torney. 


Is Nearing $40,000,000 Mark 


While the returns are not all in and 
tabulated Vice-President M. A. Hyde of 
Security Mutual Life of Nebraska feels 
reasonably sure that the mark of $40,- 
000,000 in force will have been reached 
by 1942. Mr. Hyde says that while the 
drafting of a large amount of men in its 
territory has sharply decreased the num- 
ber of prospects, location of war indus- 
tries in the southern part of its territory 
and the pegging of farm prices at a 
higher level than in years has enabled 
agents to increase their volume. 





Provident Employes Get Bonus 


Bonus checks have been received by 
250 employes of the home office of Prov- 
ident Life & Accident, full-time mem- 
bers of the home staff receiving a full 
month’s salary. President R. J. Maclel- 
lan pointed to “a considerable increase 
in business over previous years” as one 
of the reasons for the bonus. Employes 
and their families, numbering about 500, 
will attend a Christmas party Dec. 30. 





A. A. Lowman of Omaha, Neb., 
president Northwestern Bell Telephone 
Company, has been elected as a director 
of the Central Life of Des Moines. 





LIFE AGENCY CHANGES 





George Dyer, Jr., 
Succeeds Father 


George L. Dyer, Jr., has been ap- 
pointed St. Louis general agent of Co- 
ne _,. lumbian National 
EC Life to succeed his 
father, George L. 
Dyer, Sr., who died 
recently. He has 
been_ connected 
with the agency 
since 1934. While 
he has been espe- 
cially active in 
promoting the ac- 
cident and health 
business of the 
agency, he has also 
taken a prominent 
part in its life in- 
surance work. He 
has been especially active in the young 
men’s division of the St. Louis Life 
Underwriters Association and was his 
father’s right hand man when the latter 
was general chairman in charge of ar- 
rangements for the convention of the 
National Association of Life Under- 
writers in St. Louis. 

He is a graduate of Georgetown Uni- 
versity and was a football star’ there. 
He served last year as president of the 
Georgetown Alumni Association. He 
has been prominent for several years in 
accident and health association activi- 
ties. He is now first vice-president of 
the National Association of Accident & 
Health Underwriters and is scheduled 
to advance to the presidency of that or- 
ganization at its annual meeting in De- 
troit next June. He was the chief or- 
ganizer and first president of the St. 
Louis association. 

Leon Hughes, cashier of the St. Louis 
agency, is advanced to supervisor. He 
has been with the agency about 11 years 
and the last two years has been devot- 
ing much time to agency management 
problems. He is now vice-president of 
the Cashiers & Office Managers Asso- 
ciation of St. Louis. 

The St. Louis office has the Colum- 
bian National’s largest accident and 
health department and is one of its out- 
standing offices in production of life 
business. 


Dyer, Jr. 


G L. 





Wayne L. Bennett has been named 
by Republic National Life as general 
agent in San Angelo, Tex. He has had 
five years’ field work in Texas. 


Bankers Life Has 
New Colo. Manager 


Bankers Life of Iowa has appointed 
V. O. Stailey as agency manager for 
Colorado and southern Wyoming, suc- 





Vv. O. STAILEY 


ceeding W. A. Scroggs, who has re- 
signed to become located on the Pacific 
Coast. 

Mr. Stailey has been a member of the 
Bankers Life Colorado agency for 18 
years. During that time he has been 
a leading producer, winning membership 
in the President’s Premier Club in five 
of the last 14 years. 


In Colorado Since 1914 


He has resided in Colorado since 1914. 
He attended the University of Colorado 
and has served as president of the Den- 
ver Alumni Association of the university 
for 10 years. Just recently he was 
elected master of Denver lodge No. 5, 
oldest Masonic lodge in Colorado. 

Mr. Scroggs announces he will con- 
tinue with Bankers Life, probably as a 
district agent at some point on the west 
coast. The move was -necessitated in 
order to find a more healthful climate 
for Mr. Scroggs’ young son, the doctor 
having ordered a lower altitude and one 
not as dry as in Denver. Pasadena, 
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What is 


SP-8 


ee ee a new bomber? 
gar a submarine? 


Pasa a secret service operator? 


NO! 


SP-8 is a letter—a Sales Promo- 
tion Letter we call it—which Bank- 
erslife Home Office mails to pros- 
pects selected by Bankerslifemen 
and which has a record for inquiries 
and signed applications which we 
think is worth doing a little crowing 
over. 


For instance, we'll take the 12 
months ending December Ist: 


We mailed 59,414 copies of 
SP-8 to prospects sent in by 
salesmen. 


We got back 1,159 inquiry 
cards which were sent along to 
salesmen. 


That's a return of 1.95 per 
cent! 


Bankerslifemen wrote 131 ap- 
plications on those inquiry 
cards. 


That's 11.3 per cent! 


Those 131 applications in- 
volved a total of $366,700 in 
life insurance. 


That's an average applica- 
tion of $2,800! 


Following up SP-8, Bankers- 
lifemen wrote 414 applications 
on recipients of the letter who 
did not bother to mail the in- 
quiry card. 


Those 414 applications total- 
ed $1,027,870. 


That's an average application 
of $2,475! 


Grand total for the year— 
545 applications for $1,394,570. 


That's an average application 


of $2,500! 


Year after year, since 1936, SP-8 
has been performing in similar man- 
ner for Bankerslifemen. 


And SP-8 is only one of more than 
two dozen Sales Promotion Letters 
and Sales Promotion Mailings which 
are available—without charge—to 
Bankers Life salesmen. 


Bankers /7fe Company 
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Oakland and San Diego are under con- 
sideration. 


California-Western States 
Names Four Field Men 


Four new appointments have been 
made to agency positions in the field ex- 
pansion program of California-Western 
States Life. 

Ray A. Guiser, former Pittsburgh 
general insurance agent, who has repre- 
sented Northwestern National Life, Ohio 
State, Travelers and Columbian Na- 
tional, was named manager of the new 
Long Beach agency in southern Califor- 
fornia. 

M. B. Moore, who since 1937 has been 
manager of the life department of Marsh 
& McLennan in Indianapolis, was ap- 
pointed group supervisor in San Fran- 
cisco. Aiding him will be Carl H. 
Schnake, in charge of group service, and 
Edmund W. Bache, in charge of borrow- 
ers loan insurance for California. 

Messrs. Guiser and Moore both started 
their insurance careers with Travelers. 
Mr. Moore later was with United Mu- 
tual Life of Indianapolis (now American 
United Life) before joining Marsh & 
McLennan. Mr. Guiser, after 10 years 
with Travelers, became manager of the 
life department in the Pittsburgh office 
of Marsh & McLennan, resigning to 
open his own brokerage office. 








Pan-American Names Danforth 


Pan-American Life has appointed 
Douglas Danforth general agent in 
Columbia, S. C. He succeeds Jeff B. 
Bates, who now is state treasurer of 
South Carolina. 

Mr. Danforth began his life insurance 
career in 1931 and has a good record in 
personal production and_ supervisory 
work. He is a gradaute of Washington 
& Lee University, 





Benjamin Named at Brockton 


Louis Benjamin has been appointed 
general agent to Bankers National Life 
at Brockton, Mass. After 15 years as a 
leading producer of Metropolitan Life, 
Mr. Benjamin established the Louis 
Benjamin agency at Brockton in 1937. 
Although writing all lines of insurance, 
he has specialized in life, being a large 
personal producer. 


G. E. Griscom Made Supervisor 


A. F. Gillis, Newark general agent of 
Provident Mutual Life, has appointed 
George E. Griscom, 2nd, as supervisor. 
H. A. Feustel has held a similar position 
with the agency for several years. The 
appointment of a second supervisor has 
been made necessary by expansion of 
the agency. 

Mr. Griscom is a graduate of Duke 
University, has been with the agency 
for a little more than three years and 
has frequently been production leader. 





James R. Glenn has established an 
agency at Stanley, Va., handling all 
lines including life. His companies are 
Shenandoah Life, Equitable Fire & 
Marine, American Surety and National 
Accident & Health of Philadelphia. 

William R. Gardner, new Richmond 
general agent of John Hancock Mutual 
Life, will have jurisdiction over the 
State except for the Tidewater area, for 
which J. J. Leterman is general agent 
with headquarters in Norfolk. Mr. 
Gardner has established his offices in 
the Mutual building in Richmond. 

John P. Roberts has been appointed 
branch manager of Monarch Life of 
Canada at Hamilton, Ont. 








Indict Missouri Legislator 


ST. LOUIS~—Edward F. Byrnes, 
State representative, has been indicted by 
the Cole county grand jury on a charge 
of soliciting a bribe for support of a bill 
to regulate burial societies. Byrnes is 
alleged to have asked Howard C. Harris 
of Kansas City for “suit of clothes” for 
his vote in favor of the bill during the 
last session of the legislature. - 


SALES MEETS 


New York Parley 
Plans Announced 
by Northwestern 


“Capitalizing Today’s Market” is the 
theme for the annual meeting in New 
York City Jan. 2-3 of Northwestern 
Mutual Life agents from the New Eng- 
land, middle and south Atlantic states. 

P. T. Allen, Buffalo, program com- 
mittee chairman, and Royall Brown, 
Winston-Salem, N. C., will preside at 
the opening session. Nelson Phelps, 
Boston general agent, will sound the 
keynote “This Is 1942,” appraising the 
important factors in planning for the 
coming year. President M. J. Cleary 
will tell of the progress during the past 
year and plans and prospects for the 
period ahead. 

In the afternoon David Fluegelman, 
New York City, will preside. Speakers 
will be Howard D. Goldman, Richmond, 
Va., discussing “Modern Methods for 
Today’s Market,” and R. U. Redpath, 
Jr., New York City, “The Man of Means 
in Today’s Market.” The former will 
emphasize the new sales opportunities 
among prospects with increased incomes 
during the present period, and the latter 
will discuss estate protection under in- 
creased income, estate and inheritance 
taxes. 

“Employe Incentive Plans in Today’s 
Market” will cover the pension trust 
field. Laflin Jones, assistant director of 
agencies in Milwaukee, will present a 
summary and analysis of the Northwest- 
ern’s pension trust experience and also 
the outlook in this fast developing field. 
W. F. McMartin, McMillen Agency, 
New York, and a keen student of em- 
ployes’ trusts, will relate his experience 
in pension trust prospecting and solicit- 
ing and tell how he solves the technical 
problems involved in this type of busi- 
ness. 

Following the general sessions there 
will be separate meetings late in the 
afternoon of the Chartered Life Under- 
writers Association, with Field Robin- 
son, New York City, as chairman, and 
the Northwestern District Agents Asso- 
ciation regional group under the chair- 
manship of George Venable, La Grange, 
Ga. Grant L. Hill, director of agencies, 
will be toastmaster at the annual dinner 
dance. 

A special surprise feature will open 





the Saturday session of which William 
Steadman, Newark, will be chairman. 
Speakers will include Harry Krueger, 
assistant to Rudolph Recht, New York 
general agent, on “Option Settlement 
Strategy in Today’s Market,” based on 
experience in utilizing the options of 
settlement in simple programming. 
Henry Files, Syracuse general agent, 
will speak on “Business Insurance in 
Today’s Market,” and from varied field 
experience in selling large amounts of 
business insurance to partnerships and 
close corporations will apply his ideas 


to the present market. The third speaker 
will be Clifford McMillen, New York 
general agent, on “The Northwestern 
Mutual—This Year and Every Year.” 

At noon there will be a luncheon ses- 
sion in charge of Mr. Allen, which will 
conclude the eastern regional meeting 
with a summary by Grant L. Hill, direc- 
tor of agencies. 


Northwestern General Agents 


The General Agents Association of 
Northwestern Mutual Life will hold its 











81 YEARS OF SERVICE 





ani 


THE 


GUARDIAN LIFE 


INSURANCE COMPANY 


OF AMERICA 
NEW YORK CITY 











A MUTUAL COMPANY 
ESTABLISHED 1860 
































14 


HeNATIONAL UNDERWRITER 





December 26, 1941 








annual zone conferences jointly at the 
Edgewater Beach Hotel, Chicago, Jan. 


20-22. President Herbert L. Smith, 
Harrisburg, Pa., has appointed E. A. 
Crane, Indianapolis, chairman of the 


program committee. 


NEW YORK 


PREPARED FOR AIR RAIDS 


Trained fire brigades and _ specially 
built fire fighting equipment were 
ready in 30 multi-tenanted buildings in 
metropolitan New York, owned and op- 
erated by Mutual Life of New York, 
when that city had its first air raid 
alarm. The company was forehanded, 
having started its preparations in July. 

The Mutual Life is believed to have 
been the only New York institution to 
have taken such elaborate advance pre- 
cautions, and the action created much 
favorable comment by tenants, the fire 
department and civilian defense au- 
thorities. 

Each of the 30 buildings has a com- 
pletely trained fire fighting crew, 
equipped with specially built “fire bug- 
gies” that contain hand fire extinguish- 
ers, standing extinguishers, a fire hook, 
50 feet of hose with nozzle, kerosene 
lanterns, flat axes and fire axes, span- 
ner wrenches, wrecking bars, sand 
buckets, asbestos gloves, asbestos blan- 
kets, stirrup pump and water bucket. 

The first orders for equipment, and 
plans for construction of the fire bug- 
gies, were initiated last July by J. K. 
Cronin, manager of buildings for Mu- 
tual Life. Priorities then were obtain- 
able on much material which is not now 
available. Organization of fire brigades 
in the buildings was started in August, 
with cooperation and approval of the 
city bureau of fire prevention. 














CAMPBELL HAS BIG PARTY 


J. A. Campbell, home office general 
agent of Manhattan Life, was host to 
600 at his annual Christmas party. 
Among the guests were officers of the 
various New York life underwriters 
organizations and the entire home office 
staff of Manhattan Life, including J. P. 
Fordyce, president and agency director; 
F. D. Kirven and D. T. Kelly, vice- 
presidents; A. P. McMurtrie, vice- 
president-secretary; T. E. Lovejoy, Jr., 
vice-president-treasurer; E. A. Porter, 
actuary, and V. W. Edmundson, assist- 
ant to the president. 





GOLDSTANDT HEADS MANAGERS 


F. S. Goldstandt, Equitable Society, 
was elected president of the Uptown 
Managers Association of New York at 
its Christmas meeting. S. P. Davis, 
Phoenix Mutual, is vice-president, and 
C. V. Cromwell, Manhattan Life, secre- 
tary-treasurer. 


CHICAGO 


G. R. WANDELT FEATURED 


Equitable Society features in_ its 
“Agency Items” G. R. Wandelt of the 
Reno agency in Chicago. He became 
an agent of Equitable in February, 1927, 
and since then has averaged $150,000 in 
volume and 68 cases a year. To date he 
has written about $3,000,000, handling 
over 1,000 cases. About 90 percent of 
his business emanates from Illinois Bell 
Telephone Company employes. Mr. 
Wandelt became interested in staff in- 
surance for that company and wrote his 
first case on this basis in February, 1928. 














EDWARDS UNIT WINS DRIVE 

The Herman C. Edwards unit of the 
Lustgarten agency of Equitable Society 
in Chicago completed 116 applications 
in a month campaign and led all Cook 
county units. Of the eight men in the 
unit, five are first-year men and they 
accounted for 49 applications. The Ed- 
wards unit was formed last March. 


Thirty days after its inception it took 
second Po in the April campaign. 

Ben H. Katz led the entire Lustgarten 
agency with 50 applications for life 
insurance, which did not include any 
group or staff insurance cases. 





BIG EQUITABLE CHRISTMAS RALLY 


Probably the largest of the Christmas 
parties in the insurance district in Chi- 
cago was that Wednesday in the fifth 
floor of the Equitable Society building 
at 29 South LaSalle street. This party 
was under the joint sponsorship of all 
the agency managers and department 
heads in the building. 





LIFE LAWYERS MEETING 

Henry S. Moser of the Chicago law 
firm of Sonnenschein, Berkson, Laut- 
mann, Levinson & Morse, discussed 
“Agents and Waiver in Illinois” before 
the Chicago Life Lawyers Club at its 
meeting Monday. P. W. Peterson pre- 
sented a story, and P. J. Annes reviewed 
current decisions. 





THURMAN AGENCY 100 PERCENT 


The E. B. Thurman general agency 
of New England Mutual Life in Chicago 
has subscribed 100 percent, both agents’ 
and cashier’s staff, to the U. S. defense 
stamps and bonds. This is handled on 
a salary deduction basis. This agency, 
according to General Agent Thurman, 
was the first in Chicago to report 100 
percent membership in the Chicago As- 
sociation of Life Underwriters, and he 
believes it also is the first 100 percent 
agency in Chicago on defense bond and 
stamp subscriptions. 








Pittsburgh Election 


PITTSBURGH.—New officers of the 
Pittsburgh C.L.U. are E. Aiken, 
Provident Mutual, president; E. L. Sitt- 
ler, Jr., Mutual Life, vice-president; Ben 
F. Davis, Pacific Mutual, secretary. New 


AGENCY NEWS 





Agents’ Bids for “Apps” 
Made Basis for Bonus 


The V. A. Marshall agency of Bank- 
ers Life of Nebraska at Fairbury, Neb., 
staged an interesting and_ successful 
plan of stimulating sales in October 
and November that placed it at the head 
of the company’s agencies. At the reg- 
ular agency meeting in September Mr. 
Marshall auctioned off 78 applications, 
for which agents paid from 10 cents to 
$1. Each agent was allowed to bid in 
as many applications as he wished, and 
if any were turned back he forfeited his 
investment. For every one returned 
filled he was paid double his bid, as a 
bonus. Fifty-six of the 78 bought were 
returned, several agents handing in 
more than the bid, but receiving no 
bonus for the extra ones. 


Home Life Baltimore Move 





The Baltimore agency of Home Life 
of New York has moved to larger quar- 
ters at 843 Calvert. This office, under 
the management of P. H. Yeoman, dur- 
ing the past three years has grown to an 
agency force of eight producers who 
will pay for more than a million dollars 
during 1941. 








directors are C. F. Zahniser, Standard 
Life, the retiring president and P. E, 
West, Berkshire Life. 





YOUNGMAN STILL IN LEAD 


The Youngman agency of Mutual 
Benefit Life in New York City in No- 
vember paid for $821,000, making the 
total for the year to Dec. 1, $7,877,750. 
This gives the agency a good margin as 
leader of all Mutual Benefit’s agencies. 
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NEWS OF LIFE ASSOCIATIONS 





Georgia Sales Congress 
Program Is Completed 


ATLANTA—The Georgia State As- 
sociation of Life Underwriters will hold 
its 1942 sales congress here Jan. 22, 
Walter Rountree, Pacific Mutual, an- 
nounced at a meeting of the Atlanta 
Life Underwriters Association. 

John Witherspoon, Nashville, presi- 
dent National Association of Life 
Underwriters; Dewey R. Mason, Aetna 
general agent, Syracuse, N. Y., and Paul 
Dobson, Minneapolis, will speak in the 
morning. 

The Retail Credit Company will be 
host at a luncheon, and Paul Speicher, 
R. & R. Service, will talk. 

Gold lapel emblems will be presented 
to qualifiers for the Georgia Leaders 
Round Table, of which David Marx, 
Jr., Atlanta, Massachusetts Mutual, is 
president. 

Directors of the Georgia Association 
of Life Underwriters will hold a session 
to prepare for the 1942 annual meeting. 
The Round Table also will have its 
annual meeting. 

Emory Jenks, general agent Pacific 
Mutual, announced plans for the Atlanta 
Association’s advanced course in sales- 
manship. There will be 12 weekly ses- 
sions, beginning Jan. 24 and lasting until 
April 11. 





Bond Elected Toronto President 


TORONTO—P. V. Bond was elected 
president of the Toronto Association of 
Life Underwriters at the annual meet- 
ing, J. W. Westaway was named first 
vice-president; S. M. Wickens, second 
vice-president; A. J. Elder honorary 
treasurer; Morley W. Sparling honor- 
ary secretary; and C. W. Mealing 
honorary president. 

Further increases in life sales in 1942 
were predicted by Gordon Nairn, field 
supervisor Life Underwriters Associa- 
tion of Canada. Despite skeleton sales 
staffs sales have shown gains during 
the war period in Great Britain. 

The Life Underwriters Association of 
Canada is making representations to the 
federal government to have the tax re- 
mitted on money paid as_ succession 
duty taxes, Mr. Nairn reported. Simi- 
larly, the association is studying the 
entry of the federal government into the 
group annuity field, the passage of en- 
abling insurance legislation by the gov- 
ernment of Alberta and the attitude 
there of the C.C.F. party towards in- 
surance, 

_ Membership in the Toronto associa- 
tion increased from 363 to over 500 
during the past year. 





Commissioner Speaks in Tampa 


TAMPA, FLA—“‘A well insured 
people is always a well protected people. 
and a well protected people always will 
face the future unafraid,’ Commissioner 
Larson of Florida declared at a meet- 
ing of the Tampa Life Underwriters As- 
sociation. Mr. Larson urged to accept 
constructive criticism but to fight biased 
criticism by providing the public the 
facts. “The thought of better service to 
the public should be uppermost in our 
minds,” he declared. “The heart of any 
sound public program is the constant 
effort to anticipate public desire and 
= it before it becomes public de- 
mand.” 





Pittsburg, Kan.—Raymond Letton, at- 
torney, spoke on “the bill of rights.” A 
report of the defense bond sales com- 
mittee by Chairman Ellis Resler, United 
Benefit Life, showed 4,000 payroll deduc- 
tion cards distributed among industrial 
Plants and labor organizations. 

Richmond—Dr. Ben R. Lacy, Jr., presi- 
dent Union Theological Seminary, spoke. 

Madison, Wis.—R. J. Curry, assistant 
Chicago general agent Aetna Life, spoke 
on “Prospecting in Today’s Market,” and 
William Reese, Madison general agent 
Penn Mutual, discussed “New Life Un- 
derwriting Problems During the War 
Emergency.” 


W. S. Penny Gives Advice 
on How to Worry 


WILMINGTON, DEL.—W. S. Penny, 
director of agencies of Sun Life of Can- 
ada, addressed the December meeting of 
the Delaware Association of Life Un- 
derwriters. He was introduced by Ar- 
thur D. Grant, Wilmington manager of 
Sun Life. Mr. Penny discussed “Our 
Changing World” and urged the agents 
to adjust themselves to the changed con- 
ditions of today, recognizing the inevita- 
bility of this change. He suggested that 
“we should worry only about those 
things we can control, and forget those 
which are beyond our jurisdiction.” The 
effect of present conditions and future 
trends on life underwriting, he said, 
would be to shift the market gradually 
from those who have previously enjoyed 
high incomes to the great segment of the 
population which up to date has been in 
the lowest income group. Mr. Penny 
pointed out that this segment faces a 
rapidly increased wage scale, although 
their overhead cost will not go up in 
proportion, and that this indicates a huge 
reservoir of insurance prospects which 
has not existed heretofore. 

The meeting culminated a drive by the 
association among its members for 
Christmas presents for the two Dela- 
ware regiments, the 261st and the 198th. 
Over 150 gifts and $50 in cash were col- 
lected at the meeting and turned over to 
the campaign committee at the U. S. O. 
headquarters. 

Superintendent of Public Safety Kav- 
anaugh, newly appointed chief warden of 
Wilmington, explained the air raid war- 
den system. He asked the members of 
the Life Underwriters Association to 
join in this work by agreeing to take 
four-hour shifts as wardens. 

William B. Stormfeltz, president, pre- 
sided. Guy M. Graybill, Jr., was in 
charge of arrangements. 





Los Angeles—The Life Insurance 
Forum heard three of the speakers from 
the Southern California Caravan: Homer 
Cc. Chaney, supervisor New England Mu- 
tual Life, : 
Henry W. Persons, agency organizer 
Mutual Life of New York, “A Life In- 
surance Man’s Place in His Community,” 
and Henry R. Van Cleve, Massachusetts 
Mutual Life, “Taking the Dips Out of 
Production.” 

A 100 percent membership certificate 
was presented to William Liscom, gen- 
eral agent Guarantee Mutual Life. 

San Francisco—About 100 attended 
the annual Christmas luncheon. J. S. 


Kralick, U. S. consular service, recently 
from Prague via Berlin and Moscow, 
discussed the war. Hitler has taken 
over all the insurance companies and 
is using their resources and income for 
war purposes, he said. There is prac- 
tically no insurance business left in the 
occupied countries. 

Fort Wayne, Ind.—At the December 
meeting Charles E. Hodgman of Mutual 
Benefit Life, Detroit, spoke on “Prospect- 
ing” and “Personal Organization.” John 
Witherspoon, president National Asso- 
ciation of Life Underwriters, will speak 
Jan. 14. 

St. Louis—Isaac S. Kibrick, New York 
Life, Brockton, Mass., will speak Jan. 8 
on “Motivation—Where Does It Come 
From.” 


Mass. Mutual Pays Extra 
Compensation to Employes 


Supplemental compensation payments 
now are being made to regular employes 
by Massachusetts Mutual Life, affecting 
about 900 of the home office staff and 
600 in the branch offices. Payments are 
made monthly in cash. The November 
allowance was paid and future payments 
will be made on the first business day 
each month. The increases are: 6 per- 
cent of salaries up to $3,000 with mini- 
mum of $50 per year; $3,001-$3,500, $180 
extra annually; $3,501-$4,000, $160; 
$4,001-$4,500, $135; $4,501-$5,000, $100. 
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TRUSTEESHIP 
As Viewed by 
GROVER CLEVELAND 


In addressing the first annual meeting of the Association of 
Life Insurance Presidents in 1907, Grover Cleveland said: 


"Your fellow citizens, whose confidence you have 
invited, have put upon you a trust made sacred by 
the pathos of its purposes and more unescapable in 
morals and good conscience than any that law can 


The Indianapolis Life Insurance Company, through its 36 
years in business, has attempted to always be worthy of that 
trust. Likewise, it has striven through careful selection, train- 
ing, supervision and company cooperation to see that its 
men are successful, earn an adequate attractive income, and 
are assured of a splendid future. 


INDIANAPOLIS LIFE INSURANCE COMPANY 


A Legal Reserve, Mutual Company 
Organized in 1905 


Agency opportunities for quality men in Indiana, Illinois, 
Ohio, Texas, Michigan, Minnesota, lowa and California. 
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POLICIES 





Brennan Heads New 
Chicago Setup 


James H. Brennan, Chicago general 
agent of Fidelity Mutual Life, was 
elected president of the newly formed 
Life Agency Managers of Chicago, for- 





J. H. BRENNAN 


merly the general agents and managers 
division of Chicago Association of Life 
Underwriters, of which he has been 
chairman for the last year. 

The new setup in no way affects the 
close link with the Chicago association 
but merely puts the group on a parity 
with other general agents and managers 
associations throughout the country. 
Heretofore this has been merely a com- 
mittee of the association. 


Other Officers Elected 


Earl M. Schwemm, Great-West Life, 
was elected vice-president and E. W. 
Hughes, Massachusetts Mutual, secre- 
tary-treasurer. Directors elected are 
C. B. Stumes, Penn Mutual; R. R. Reno, 
Equitable Society; H. A. Zischke, Union 
Central, and P. J. McNamara, Metro- 
politan. 

The new group set out immediately on 
a program calculated to make it one of 
the outstanding managers associations 
in the country. The first step was to 
decrease the dues to stimulate greater 


membership. It was estimated that 
there are about 200 agency heads in Chi- 
cago and an effort will be made to 
secure all of them as members. A pro- 
vision of the by-laws that were adopted 
covers requirement of membership in the 
Chicago association. The membership 
is defined as comprising “heads of 
agencies,” the term “general agent” 
having been dropped from the title. The 
Chicago group will conduct a campaign 
to win the managers association cup put 
up for competition by the National 
association and Managers Magazine. 


Committees Are Appointed 


Seven committees were appointed 
by President Brennan: Program, Mr. 
Schwemm; membership, L. S. Broaddus, 
Guardian Life; by-laws, J. D. Moyna- 
han, Metropolitan; publicity and contact 
with National association, P. B. Hobbs, 
Equitable Society; legislation, Messrs. 
Stumes and Hobbs; attendance, E. C. 
Hoy, Sun Life of Canada. 

The group has planned many activities 
which will include the joint meeting in 
April with the Illinois State Association 
of Life Underwriters. 





Oklahoma City Cashiers Elect 


Clark Horton, Great Southern Life, 
was elected president of the Cashiers 
Association of Oklahoma City with J. 
H. Clapp, Equitable Society, vice-presi- 
dent; H. B. Crothers, Jefferson Stand- 
ard, secretary, and F. B. Albro, Kansas 
City Life, treasurer. These officers with 
J. J. Linahan, Union Central Life, re- 
tiring president, will comprise the execu- 
tive committee. 





Pledge War Cooperation 


RICHMOND—Cooperation of the 
Life Agency Managers of Richmond in 
the national war effort was assured at 
the December luncheon-meeting. Eldon 
D. Wilson, Mutual Life, N. Y., president 
Richmond Association of Life Under- 
writers, reported on the defense bonds 
drive. 





Will Honor Top Salesmen 


The Toledo Life Managers’ Associa- 
tion will give a dinner Jan. 5 in honor 
of the two leading salesmen in each lo- 
cal life agency. Speakers will include 
F. P. O’Connor, assistant superintendent 
of insurance, and Capt. John D. Craig, 
famous hunter and explorer. R. A.Wes- 
selmann is president of the Toledo as- 
sociation. 


Protective Life, Ala. 
Non-Par Rate Change 


The new rate book of Protective Life 
of Birmingham covers a rate increase 
for several policies of the non-partici- 
pating department. Disability rates for 
this new premium schedule are the 
same as for the old. The primary 
change is in the method of handling 
endowment annuity. Heretofore the 
company had a schedule of rates for 
male and another schedule for female 
risks. Under the new rates, the same 
premium is charged men and women 
with the adjustment being made in the 
income, i.e., $10 monthly to males; to 
females, age 65, $9.07; age 60, $9.11, and 
age 55, $9.19. Specimen rates are: 


20 P. 
End. End. Ord. Opt. End. Ann. 
mg -— Life bend Age Age 
Age 85 Pref. to6 65 
5 $13. 84 oe at 4 $12, 24$. ® 509 04 $18.67 
0 3 3.7 26. 21.40 


i F 61. 
50 41.08 48.24 38.36 24.84 151. 59 87.23 
5 5 ; 31.04 - 137.99 





Eight Insurers Now Issue 
Income Replacement Plan 


F. M. Hope, actuary of Occidental 
Life of California, who has been con- 
ducting a crusade in behalf of the sale 
of the type of contract which in Occi- 
dental Life is known as income replace- 
ment, has made a notation of the com- 
panies that during 1941 have brought 
out comparable contracts. Lincoln Na- 
tional last January brought out its policy 
called a “continuator.’ In the same 
month Occidental Life brought out its 
income replacement form, In June At- 
lantic Life issued a similar contract 
called “home defense”; Washington Na- 
tional in August brought out its con- 
tract which is designated “income re- 
placement”; California-Western States 
the same month announced its “family 
defender” policy. New England Mutual 
in September came out with its “supple- 
mentary income” contract; Manhattan 
Life in October brought out the “family 
security” policy and Connecticut General 
Life in November announced the “in- 
come continuance” contract. 

The principle is, for a premium that 
is ‘the same at all ages, to provide a 
monthly income from the time of death 
until the assured would have been 65 
years of age. Mr. Hope is emphasizing 
the idea that the purchaser of this type 





MANUFACTURERS 


O win permanent success the life underwriter must 
have a dual point of view. He must act as a steward 
to his clients as well as a representative of his company. 
The Manufacturers Life representative is chosen for 
qualities that promise ability in keen analysis, wise coun- 
sel and dependable advice. He has behind him a com- 
pany with 54 years’ experience in the factors that make 
for success in life underwritng. 


INSURANCE IN FORCE, 604144 MILLION DOLLARS 
(Including Deferred Annuities) 


ASSETS, 190 MILLION DOLLARS 


LIFE 








of contract will have funds remaining 
to buy defense bonds. He describes the 
income replacement policy as taking the 
family income feature from the so-called 
family income policy and standing it 
upon its own feet as a policy in its own 
right. 





Strong Record of National Life 


National Life of Vermont has con- 
tinued its dividend schedule for still an- 
other year beginning Jan. 1. This will 
be the sixth consecutive year that this 
schedule has been used. Except for de- 
creases in 1933 and 1934, this company 
has either maintained its schedule of the 
previous year or made an increase since 
1916. 





Alliance Life’s New Policy 

Alliance Life will announce details 
of a new policy at the Coral Gables, 
Fla., agents convention in January. This 
contract, to sell at a low premium, will 
be a combination low cost double life 
expectancy form with decreasing term 
insurance for 20 years. There will be an 
economic adjustment rider which will 
provide automatic conversion to any of 
four endowment plans. This will solve 
the problem of orginal age at issue con- 
version. With the rider, the insured may 
increase his premium payments moder- 
ately and thus secure an endowment. 
The contract will sell on an income basis 
in units of $2,800 face amount. 








Prudential Extra Compensation 

Employes of Prudential earning $400 
and less per month will receive extra 
compensation each month of 5 percent 
with a maximum of $12.50 and a mini- 
mum of $5. The first extra payment 
was made Tuesday of this week. 





Commissioner Pearce J. Francis of 
Maine is seriously ill in the Maine Eye 
& Ear Infirmary in Portland. He 
suffered a heart attack at his home and 
was then removed to the hospital. His 
condition Tuesday was reported to be 
somewhat improved but he is. still 
gravely ill. 
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N. F. C. 1942 Convention to 
Be Held in Chicago 


The National Fraternal Congress will 
hold its next annual meeting in Chicago 
in September, 1942. A convention hotel 
and dates will be announced later. 

The executive committee of the Na- 
tional Fraternal Congress at its New 
York meeting decided to date the age 
of the congress from Nov. 16, 1886, 
instead of from 1913 when it assumed 
its present title. 

A resolution which was adopted by 
unanimous vote set forth that there is 
no question but that the national move- 
ment originated in 1886, and while there 
was an amalgamation of the National 
Fraternal Conress with the Associated 
Fraternities of America and a change at 
the time by adding the words “of 
America” in 1913, it is proper to claim 
1886 as the year of origin. 


Support Red Cross Drive 


The congress endorsed as worthy the 
appeal of Norman H. Davis, national 
chairman of Red Cross, for contributions 
to a $50,000,000 war fund and urged all 
fraternalists to give as best their means 
would permit. 

American Sick Benefit & Life of 
Bridgeport, Conn., and Railway Mail 
Association, Portsmouth, N. H., have 
been elected members of N.F.C. 

The congress has prepared a leaflet 
showing services of fraternalism for use 
as an envelop stuffer. It is being dis- 
tributed to member societies by F. F. 
Farrell, manager, either imprinted with 
the society’s name, or without this, at 
moderate prices. This is a step initiated 
by the committee on public relations 
and approved at the San Francisco an- 
nual convention. 





Aid Association Names New 
Directors, Sets Records 


APPLETON, WIS.—Herbert Voecks, 
Appleton; W. F. Schultz, Chicago, and 
B. C. Schultz, Saginaw, Mich., have been 
elected directors for five-year terms of 
Aid Association for Lutherans. Trustees 
elected for one-year terms are Henry 
Kahnert, St. Paul; Clarence Steinwedel, 
Seymour, Ind., Leroy Stohlman and 
Herbert Voecks, Appleton. 

President Alex O. Benz announced 
following the directors meeting that Aid 
Association in the last fiscal year wrote 
new business totaling $20,569,872, a gain 
of $2,039,907 over 1940. Insurance in 
force reached $222,887,414, net increase 
$13,933,657. The largest increase in 
assets in any one year period was re- 
corded, the total being $40,482,182 gain 
$4,659,542. 





Testimonial Booklet Planned 
for 1942 Fraternal Week 


The National Fraternal Life Insurance 
Week committee, headed by C. D. De 
Barry, Catholic Order of Foresters, has 
sent out an announcement regarding its 
idea of securing testimonials regarding 
the value of the fraternal system and 
fraternal life insurance from leading 
Americans and to publish these testi- 
monials in a little booklet. The names 
of the societies to which these persons 
belong will not appear in the booklet as 
the object will be to endorse the fra- 
ternal system as a whole. 

Inasmuch as the committee wishes to 
get the-booklet out shortly after Jan. 1, 
immediate cooperation is urged. Fra- 
ternals are asked to. select from their 
membership those prominent in political, 
educational, professional, business and 
entertainment circles and address letters 
to them asking them to tell why they 
feel their fraternal membership is of 
great value to them. Every society is 
being asked to send in at least three or 
four testimonials. 


Modern Woodmen Lowers 
Limits on Males 16-45 


Modern Woodmen of Rock Island, 
Ill., directors decided that for the pres- 
ent a war clause will not be applied to 
certificates issued in the United States, 
but it has set new limits for males of 
military ages. 

Effective Jan. 1, the limit on adult 
male applicants, ages 16-45, will be $2,- 
000 if they are subject to military or 
naval service. This will include both 
new insurance and any insurance now 
held in the society. Only five-year con- 
vertible term will not be issued to such 
applicants. 

Detailed information as to the appli- 
cant’s military status will be required if 
he is under 45 and desires more than $2,- 
000. Modern Woodmen will consider 
granting more than $2,000 to such a risk 
if because of dependents or other rea- 
sons he is not subject to active military 
or naval service, 

No change has been made in the rules 
relating to male applicants past 45. 


INDUSTRIAL 


Industrial Insurers Meet 
in New Orleans May 20-22 


The Industrial Insurers Conference 
will hold its convention at New Orleans 
May 20-22. Headquarters will be the 
Roosevelt hotel, where the conference 
met in 1932. 

H. T. Dobbs, Industrial Life & Health, 
president, two days after declaration of 
war with Japan, sent a telegram to the 
Chamber of Commerce of the United 
States offering all resources and energy 
of the conference. ‘“We are not an in- 
dustry but an institution which serves 
humanity,” the wire stated. “Our serv- 
ices are geared to the crisis upon us. 
We will do our part.” 














Reinsurance Deal Approved 


ST. LOUIS—The Missouri, Texas, 
Arkansas and Kansas departments have 
approved a reinsurance contract under 
which the Reliable Life of St. Louis 
will take over the outstanding industrial 
life and industrial health and accident 
business of the Sterling National Life 
of Houston, Tex. 





Imperial Change at Durham 

E. A. Williamson, who has been man- 
ager of Imperial Life of Asheville, at 
Durham, N. C., since 1914, has been re- 


lieved of his responsibilities there, has 
been given a vacation with pay and upon 
his return will receive a special appoint- 
ment. He first joined Imperial Life in 
1911 at Winston-Salem. The new man- 
ager at Durham is J. J. Thornton, who 
has been superintendent there since 
September. Previously he was super- 
intendent of the Salisbury agency. 








Agent Training Committee Setup 


Vice-president C. O. Fischer of Mas- 
sachusetts Mutual has been reappointed 
chairman of the committee on agent 
training of the Life Agency Officers As- 
sociation. Seven other members were 
reappointed and eight new ones ap- 
pointed. New members are G. H. 
Chace, Prudential; J. Harry Wood, John 
Hancock; A. L. Dern, Lincoln Na- 
tional; S. T. Whatley, Aetna Life; 
E. B. Stevenson, National Life & Ac- 
cident; H. W. Manning, Great-West 
Life; J. Roger Hull, Mutual Life; and 
J. H. Evans, Ohio National, member 
ex-officio as chairman of the associa- 
tion’s executive committee. Members 
reappointed are S. C. McEvenue, Can- 
ada Life; H. H. Armstrong, Travelers; 
C. J. North, Metropolitan; H. J. Cum- 
mings, Minnesota Mutual; W. C. Schup- 
pel, Oregon Mutual; J. M. Holcombe, 
Jr., (ex-officio) Sales Research Bureau; 
and S. M. Gamble, Massachusetts Mu- 
tual, committee secretary. 

The executive committee has approved 
the Fischer committee’s recommenda- 
tions of a program for agent training, 
to be institutional in nature and admin- 
istration, and these will be transmitted 
to all members of the agency officers 
group. Trustees of the National Asso- 
ciation of Life Underwriters have urged 
quick action, holding that this is one 
of the most important measures to be 
adopted by the business in many years. 





Alberta Entering Life Business 


EDMONTON—The Alberta provin- 
cial government will enter the life in- 
surance business Jan, 2, E. C. Manning, 
provincial secretary, announced. 

The province was given power to do 
this by legislation passed at the last 
session of legislature but in the first 
announcement no date was mentioned. 

It will offer four types of policies, 
20 pay life, ordinary life, five-year term 
and insurance to 55. Policies will include 
cash surrender values, loan values and 
automatic non-forfeiture clauses. 





New Pennsylvania Directory 


The “United States Review,” 500 
Walnut street, Philadelphia, has issued 
the 1941 edition of the Pennsylvania In- 
surance Directory, being a complete in- 
surance guide of that state. The price 
is $10 per copy. 








PROTECTED HOME CIRCLE 


FOUNDED IN 1886 


A Legal Reserve Fraternal Insurance Society 





S. H. HADLEY, Supreme President 





SHARON, PA. 


L. D. LININGER, Supreme Secretary 
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WE WRITE 
LEGAL RESERVE LIFE 
FOR MEN, WOMEN, AND CHILDREN 
A Policy to Fit the Need— 
A Rate to Fit the Purse 
INQUIRIES FROM PROSPECTIVE AGENTS INVITED 


STANDARD LIFE ASSOCIATION 


FOUNDED IN 1890 


INSURANCE 








LAWRENCE, KANSAS 
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OLD 
IN JUNE! 
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Woodmen of the 
World Life Insur- 
ance Society is one 
of America's oldest 
fraternal life insur- 
ance societies—and 
the world’s strong- 
est, financially. 
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WOODMEN 


OF THE WORLD 
Life Insurance Society 
Home Offices — Omaha, Nebr. 
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BEN HUR 
LIFE ASSOCIATION 
Home Office: Crawfordsville, Ind. 

















PERTINENT FACTS— 
SUPREME FOREST 
WOODMEN CIRCLE 


Gross Assets ........... $ 34,832,388.00 
Protection in Force....... 105,066,5461.00 
Total Membership ....... 132,079 


Organized into 2,653 Groves in 44 states 
Benefits paid in 1940 to members and 
beneficiaries ............ $1,768,796.00 


Dora Alexander Talley, National President 
Mamie E. Long, National Secretary 


Home Office, Omaha, Nebraska 
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Eye Effect of War 
on Accident Cover 





(CONTINUED FROM PAGE 3) 


and the service will take care of them 
in case of injury. 

Much interest has been manifested by 
insured in the question of whether or 
not civilians would be covered in case of 
bombardment or air raids. The war 
clause approved by the Illinois insurance 
department after a long series of hear- 
ings, which is used by a considerable 
number of middle western companies, 
excludes all injuries sustained as a re- 
sult of war or act of war. The exclusion 
in many of the older types of policies, 
which were issued long before air raids 
were ever thought of, applies only to 
military or naval service in time of war. 

Some of the western companies have 
notified their agents and policyholders 
that all injuries sustained anywhere in 
the continental United States will be 
covered in the case of both service men 
and civilians, except those resulting di- 
rectly from an enemy attack. One west- 
ern company which has the “act of war” 
exclusion in a number of its policies has 
given notice that it will cover civilian 
policyholders within the continental 
limits of the United States against 
bombing and other acts of war. 

In England a number of forms have 
been developed, giving air raid cover- 
age exclusively. Originally most of 
them were on a monthly renewal basis, 
providing, for example, £1,000 coverage 
for £1 per month. Now, however, an- 
nual premium forms have become more 
popular. For a premium of 2 percent, 
they provide a death benefit of £100 per 
unit, with an equal amount in the case 
of loss of two limbs or eyes and £50 
for one limb or one eye. 

The Chicago member companies of 
the Health & Accident Underwriters 
Conference will hold a special meeting 
early in January to discuss the war sit- 
uation. This will be one of the impor- 
tant topics of discussion at the confer- 
ence mid-year meeting in Chicago Jan. 
23. 





L. A. Williams Gives 
Advice on Selling Farmers 





(CONTINUED FROM PAGE 2 


your argument, even though you may 
be right. Values have little to do with 
sales if they are not accepted or con- 
sidered. A list of policyholders in the 
community is invaluable to the sales- 
man. “Who else have you sold” means 
more than all your talk. 

Slow down your talk—in fact, let the 


farmer talk—just guide his conversation. 
The tempo on the farm is slow. You 
can be fast—very slowly. If you are 
properly introduced, get a good hearing 
and have proof of worth, you can make 
one-call sales easily. 

A well respected local farmer who 
has been successful and whose integrity 
is well known makes the best local agent 
to work through. You can’t make time 
or good sales any easier than through 
a local man of this kind. 


Slicker and Misfit 


A conspicuous misfit cannot sell farm- 
ers. Neither can the slicker go very 
far. The farmer knows whom to go to 
for information before he buys. Past 
history doesn’t stop all slickers, but their 
chances are far less than they were 20 
years ago. The local banker is no longer 
the medium of approach to farmers. 
They got on to him and off of him just 
as city folks did in the depression. 

If you want to do a million dollar 
business with farmers in one county, 
just get 20 good local agents and work 
with them regularly. Understand farm- 
ers and keep your name and plans be- 
fore them constantly. The foolish no- 
tion that you need not pay a helping 
agent when you could as well sell the 
case yourself will lose you many sales 
and limit your operations just as it has 
all the tens of thousands who ever tried 
it your way before. Limited success— 
in fact, failure—has followed the city 
methods of selling farmers for a period 
of 100 years. Now someone has to do 
the job, and there is a sure way to write 
20 billions of insurance on farmers and 
be of great service to the nation if only 
men do it that way. 

There is little sense in talking about 
monthly income when a $5,000 mortgage 
is unprotected and the income will not 
warrant both. Farmers deal with sea- 
sonable income and usually prefer to 
pay premiums annually, and monthly in- 
come doesn’t tune in with farming plans 
until it is properly subordinated to ade- 
quate lump settlements to cover farm 
need. 

There is little or no industrial insur- 
ance sold—so little that the field for 
ordinary on children is absolutely un- 
touched as far as amounts in force are 
considered. 

The farm means an institution requir- 
ing investment, intelligent operation and 
long time planning of fields and crops. 
A $10,000 investment of but one average 
unit would mean only tools and other 
equipment, livestock and equity in an 
owned farm. 

The business of insuring farm people 
needs more than any other thing a de- 
sire to understand and serve farm 
people. 





Aggressively Developing State of Illinois 
Offering Unusual Agency Opportunities 





Liberal First Year Commission and Non-forfeitable 
Renewal Commissions 





GLOBE LIFE INSURANCE Co. 
or ILLINOIS 


WM. J. ALEXANDER, President 
An Old Line Legal Reserve Company 
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to Policyholders 





431 South Dearborn Street 





Writing Complete Line of Modern Policies with 
All Standard Provisions 
Ages (0-60) 
BROKERAGE BUSINESS ACCEPTED 
Modern Juvenile Contracts Full Benefits Age 5 
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Working General Agents 


make money with 
the Western Life. During the 10 months of last year he 
was under contract, a new general agent in a town under 
6,000 population earned $2242, an average of $224 a 
month. Commissions and bonuses on his personal business 
earned him $1578.19 to which were added agency com- 
missions and bonuses of $604.90. His current monthly 
earnings are almost double. 


General agency openings in California, Oregon, Wash- 
ington, Idaho, Montana, Utah and Wyoming. Look up 
our financial statement. 


WESTERN LIFE 


INSURANCE COMPANY 


Since 1910 


MONTANA 


Assets $15,516,096 
Surplus $2,400,000 


HELENA 


R. B. RICHARDSON 
President 


LEE CANNON 
Agency Vice President 





















10% 


NO CLAIM 


adds impetus to 
’ ACCIDENT SALES 


Get the full details about our ‘‘Liberal’’ 
series of commercial accident policies 
and the ‘10% no claim bonus’’ rider 
which adds sales appeal and conserves 
business for the producer. Of interest, 
too, will be our se ee expense poli- 
cies—all backed by this 91-year-old life 
insurance company. 











THE UNITED STATES LIFE 
INSURANCE COMPANY 
IN THE CITY OF NEW YORK 


RICHARD RHODEBECK, Superintendent of Agencies, 101 Fifth Ave., New York, N. Y. 
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complete personal protection. You can <p 
build a good volume with the Federal 


Life and Casualty's accident—health—life protection for both men 
and women and juvenile life for children. Territory open in 30 states. 


FEDERAL LIFE AND CASUALTY CO. 


DETROIT - - - MICHIGAN 
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Mental Attitude, Opening 
Interview New York Topics 


NEW YORK—Mental attitude of the 
agent and the opening of the life insur- 
ance discussion were the subjects taken 
up at the second meeting of the New 
York Life Underwriters Association 
advanced training course. Leon Gilbert 
Simon, Equitable Society, New York, 
took up the question of mental attitude 
and J. A, Ramsay, general agent Con- 
necticut Mutual, Newark, gave pointers 
on opening the life insurance discussion. 

Mr. Simon’s address was _ liberally 
sprinkled with quotations, many deserv- 
ing a jotting down for reference in the 
future. A feature of Mr. Ramsay’s talk 
was a replica of a traffic light which he 
switched from red to green and green to 
red to lend emphasis to his points. 

Closing with a quotation from William 
James, Mr. Simon covered in a few 
words the basic thought of his subject, 
“This I shall always do; I shall run when 
I can run; I shall walk when I cannot 
run; I shall creep when I cannot walk, 
but always I shall move forward.” In- 
decision, Mr. Simon said, rather than 
wrong decision, is responsible for most 
of the failures in life. “Don’t be an ever- 
lasting Hamlet,” he admonished, “for- 
ever to be or not to be.” Mr. Simon said 
that a successful man must have a will 
to learn. It is better to have a second 
class brain with a first class will than a 
first class brain with a second class will. 
Essentials for successful selling are con- 
fidence, honesty, and ability to transmit 
ideas. 


Prospect’s Reaction Negative 


The prospect’s reaction to a salesman 
is always negative, Mr. Simon declared. 
His first reaction is that the man is a 
salesman, then that he is an insurance 
agent, but it is up to the salesman to 
make his prospect feel that “this one is 
different.” 

In terms of mental endeavor, when the 
individual ceases to grow, he becomes 
smaller, Mr. Simon said. He compared 
the physical and the mental spheres, 


stating that there is a second wind men- 
tally as well as physically if a man is 
persistent enough to keep on going. 
Fatigue, he said, is the crisis of a per- 
son’s education. By passing on to suc- 
cessive crises, the individual is enabled 
to progress on to successively higher 
planes. 

The prospect’s impressions of an agent 
are created in the first 10 seconds, Mr. 
Ramsay asserted. Unfortunately, he said, 
life insurance evokes an automatic and 
negative attitude because it is associated 
with death and it required a sacrifice of 
some part today for enjoyment tomor- 
row. A sacrifice must be made before 
the opportunity to enjoy it is had. 

Mr. Ramsay said that pressure sell- 
ing has disturbed the public and made a 
problem for the agent. To create a 
favorable impression and close a sale, 
the agent must make the prospect feel 
that he is worth knowing, has sound and 
interesting ideas, and must convince the 
prospect that there is to be no pressure. 
This must be done before the agent can 
lead into a discussion of life insurance 
in general. 

Mr. Ramsay advised a frank discussion 
of pressure tactics, suggesting, “My pur- 
pose in being here is to relieve pressure. 
What is the least amount of money your 
wife could get along on if anything 
should happen to you?” He urged agents 
to keep the green light on by discussing 
the prospect’s present insurance. The 
problem, he said, is not that of the 
prospect spending some money but to 
help him in the proper allocation of the 
money he has to spend. No one can spend 
more money, Mr. Ramsay said. 

Few salesmen, he said, are mentally 
alert. They do not observe what the 
prospect’s interests are from pictures or 
trophies in his office or from the appear- 
ance of the office. 

If a sale is organized step by step 
there is no difficulty in making it. Either 
the agent sells or the prospect sells; it 
is not a question of selling or not selling. 








Managerial, Field Advisory 
Committees for Mutual Life 


NEW YORK—Mutual Life of New 
York has appointed committees of man- 
agers and field representatives to meet 
with home office officials from time to 
time to discuss problems of agency ad- 
ministration and field activities. In mak- 
ing the announcement, J. Roger Hull, 
vice-president and manager of agencies, 
said the aim is to bring the viewpoint 
of the men in the field to the home of- 
fice and to have them share in the deci- 
sions of company policy affecting the 
field. The new committee’s first ses- 
sions were held at the home office this 
week. Members of the managers’ ad- 
visory committee are J. H. Blackman, 
Jr., of Scranton; C. E. Brown, Grand 
Rapids; and G. T. Vermillion, Chicago. 

The field representatives’ advisory 
committee includes Louis Meister, Hart- 
ford, field club president; W. G. God- 
win, Colorado Springs; W. W. Jones, 
Pomona Cal.; C. J. McCole, Scranton, 
and J. W. Shoul, Boston. 





Maier to Assist Schoch 


Roe A. Maier, since 1927 associated 
as a supervisor with General Agent 
R. H. Keffer of Aetna Life in New 
York City, has been appointed assistant 
general agent of the H. K. Schoch 
agency of Aetna Life in Detroit, effec- 
tive Jan. 15. From 1923 to 1927 Mr. 


Mutual Life Appoints 
Nelson Oakland Manager 


Mutual Life of New York has ap- 
pointed A. C. Nelson manager at Oak- 
land, Cal., effective Jan. 1, succeeding H. 
B. Cadwell, who goes to the home office 
as assistant to the vice-president and 
manager of agencies. Mr. Nelson has 
been agency organizer of the Oakland 
office for five years. A eraduate of the 
University of California, he was in the 
furniture business in Berkeley, Cal., 
1926-1933, but became a nart-time agent 
of Mutual in 1931. He became a full- 
time agent in 1933 and qualified for the 
field club in each of the next three years. 
He became agency organizer in 1937. 
Mr. Nelson received the C. L. U. desig- 
nation in 1940. 








Maier was at the home office. In New 
York he has worked in various depart- 
ments, including full-time and broker- 
age. He was one of the organizers of 
the New York City Life Supervisors. 





Life insurance policies often contain 
as many as 4,000 words made necessary 
by the increased benefits provided by 
the policy of today and the fact that 
each benefit must be so stated as to be 
clearly understood far into the future, 
perhaps after all parties to the original 
contract have died. 


Wills Essential in 
Estate Planning, 


Maddox Declares 


ATLANTA—The Atlanta Life Un- 
derwriters Association closed its year’s 
activities with an outstanding talk on 
“Modern Estate Planning,” by N. Bax- 
ter Maddox, formerly general agent of 
Connecticut Mutual and now vice-presi- 
dent and trust officer of the First Na- 
tional Bank of Atlanta. 

Mr. Maddox defined modern estate 
planning as the arranging for disposi- 
tion, distribution and administration of 
one’s property so as to best carry out 
one’s needs and wishes. This system 
provides for the conversion of a con- 
glomeration of property into an organ- 
ized estate. 


Essential to Estate Planning 


A properly drawn will is essential to 
modern estate planning, Mr. Maddox 
stressed. After one has spent a life time 
building up an estate and putting forth 
every effort to protect his dependents 
from financial worry, it is folly not to 
leave matters so organized as to save 
them the worry of management and 
conservation of the things that have 
been acquired to protect them. 

Advantages of making a will were 
given by Mr. Maddox as follows: 

It enables decedent to name his execu- 
tor. It saves money by affording econ- 
omy of administration, taxes, and legal 
expense. It is the only way to provide 
income from an estate, permit private 
sale of property in the estate, permit the 
sale of property on terms and to relieve 
requirements of filing inventory, making 
annual returns, and furnishing bond. It 
is the only way to give the right to 
borrow money. It permits equalization 
of gifts to children. It enables one to 
pass along real estate and investment 
advice. It is the only way to make spe- 
cific sentimental or charitable bequests. 


Advantages of Trusteeship 
Mr. Maddox recommended that in 
making a will a corporation should be 


named to administer it. The advantages 
of setting up such a trusteeship are: 


It saves money, costing less than indi- 
vidual fees. 

It is permanent. This type of admin- 
istrator is always present, it never dies, 
and is in constant touch with everything 
that helps to conserve the estate. 

It brings to bear the ultimate of expe- 
rience in every phase of estate manage- 
ment and conservation. 

There is greater economy in its gen- 
eral operation. 

Financial responsibility is beyond con- 
jecture. 

It has the benefit of group judgment, 
or the advice of many experts, on man- 
agement of an estate and investments, 

Trained personnel is at hand con- 
stantly. 

It draws helpful information from 
many commercial officers and sources. 

Family influences, and family differ- 
ences, which might dissipate an estate 
quickly, are kept down by the corporate 
trustee system, 

It relieves a widow from the worry of 
management and other details, and 
enables the family to have the advice 
and help of all officers of the institution 
named as administrator. 


Need for Coordinated Efforts 


Mr. Maddox said that the alert life 
underwriter will regard a will as a mode 
of settlement applied to the insured’s 
general estate, and he will see the need 
for coordinated efforts, then urge his 
client to execute a proper will consider- 
ing his entire estate. He suggested also 
that the well informed underwriter 
realizes the dangers in obsolete wills, 
often made so by the shrinkage in the 
estate, later born children, death of some 
heir, marriages, and the ever-increasing 
burden of taxation and changes in tax 
law. 





Pittsburgh Supervisors Elect 


PITTSBURGH. — The Pittsburgh 
Supervisors Club at its annual meeting, 
elected L. Kent Babcock, Jr., Aetna 
Life, president; E. L. Sittler, Mutual 
Life, vice-president, and Joseph E. Ricci, 
treasurer. R. S. Edgar, executive secre- 
tary of the Pittsburgh Life Underwriters 
Association, was elected secretary. G. 
Harold Moore, general agent State Mu- 
tual Life, spoke at the meeting, 





It Is Patriotic to Buy Life Insurance 
and to Sell It, Claris Adams Observes 





Claris Adams, president of Ohio State 
Life, has sent to his agents an inspiring 
message on the great issues of the day. 

“In this gravest crisis in our nation’s 
history the supreme interest of every 
American is America,” he states. “Indi- 
vidual service and personal sacrifice will 
not merely be the duty, but the privilege 
of every citizen. All else is secondary. 
Everything must be subordinated to an 
all out effort for victory. Fortunately, 
however, the institution of life insur- 
ance is, and will remain, one of the bul- 
arks of economic strength during a 
struggle which is essentially one of 
economies perhaps even more than one 
of arms. A nation must be sound to be 
strong. 


Serves Double Purpose 


“In this emergency it is patriotic to 
be thrifty. It is patriotic to buy life 
insurance. It is patriotic to sell life in- 
surance. Few things contribute more 
directly to the stability of our society 
upon which the essential strength of our 
country rests. It is a major force for 
conservation at a time when the con- 
servation of economic power is a matter 
of the first magnitude. 


“Life insurance men can help their 
government by selling more life insur- 
ance to more people. Life insurance 
serves the double purpose of being a 
direct investment in the underlying 
human values of the nation and one of 
the chief sources of financing the war 
effort. 

“Life insurance is a direct hedge 
against inflation. It is one of the prin- 
cipal defenses of the country against 
that insidious economic fifth columnist. 
The best way to scotch this serpent is 
for the people to live more simply, spend 
less, and save more. This philosophy 
will be inculcated among our people by 
every governmental effort. It is the 
essential philosophy of life insurance 
of which you are the most effective 
evangels. Life insurance has always 
been a patriotic service. It is simply 
more obviously and more importantly so 
in this great crisis. 

“I have just returned from a meeting 
of the Association of Life Insurance 
Presidents where I talked with a number 
of my Canadian life insurance friends 
who, for three years, have had experience 
with a similar economy during a war 
emergency. We can take courage and 
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inspiration from the history of our 
neighbors to the north. The war has 
wot disturbed the production of new 
business in Canada. 
cessful flotation of the largest govern- 
ment loan ever attempted in the Do- 
minion during the current year, life in- 
surance sales increased by more than 
10 percent. Lapses were reduced prac- 
tically to the vanishing point. I was 
assured. that this record resulted both 
from harder, more conscientious and de- 
termined selling based on the patriotic 
motive and from an apparently greater 
appreciation of the benefits of life in- 
surance which came from the war psy- 
chology. Increased purchases came from 
the whole population and were in no 
way confined to those eligible for army 
service. The fact that the war clause 
is contained in every policy issued by 
most Canadian companies would seem 
to support this fact: 

“One of my valued Canadian friends 
gave me some sage advice which I have 
taken to heart and pass on to you for 
your consideration. He said, ‘Claris, 
perhaps the most practical suggestion I 
can make to you is that you leave the 
grand strategy of the war to the ad- 
mirals and the generals. Do not try to 
fight over every battle in your own mind, 
discuss every phase of every engage- 
ment with every man you meet. In the 
first place it is fruitless and in the next 
place it will interfere with your eff- 
ciency at a time when your efficiency is 
what your country needs most from 
you.’ 

“The best thing that we can do for 
America now is to do our own job bet- 
ter than we have ever done it before. 
Our job is important to our country. 
Life insurance is one of the principal 
economic defenses of the nation. It 
transmits. directly its strength to the 
whole people. I repeat it is patriotic 
to be thrifty. It is patriotic to buy life 
insurance. It is patriotic to sell life in- 
surance.” 





Sets Up Great-West Department 


Gordon Cantelon is in charge of set- 
ting up Great-West Life’s new accident 
department, which will start writing 
business about April 1. He was formerly 
with Zurich before he joined the E. M. 
Schwemm agency of Great-West Life in 
Chicago, where he was group supervisor 
before going to the home office. 





Charge Attorney with Fraud 
ST. LOUIS—C. M. Clarke, attorney, and 


J. Schultz, a former state representa- 
sive: were indicted by the federal grand 
jury on charges of defrauding a client of 
$200 by securing an unauthorized sur- 
render of two insurance policies. Elmer 
C. Crull, Cedar Hill, Mo., filling station 
operator, turned over two $1,000 policies 
to Clarke for collecting a disability claim 
of $300 under the policy. The indict- 
ment charges Clarke and Schultz sur- 
rendered the policies to the company 
without authority from Crull and ac- 
cepted $200 cash value which they re- 
tained. 


In spite of the suc-’ 
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Production Pattern 
Program at A. & H. 
Mid-Year Meeting 


KANSAS CITY — Staging of the 
nation’s greatest sales congress is the 
objective of the “Pattern for Produc- 
tion” program of the mid-year meeting 
of the National Association of Accident 
& Health Underwriters here Jan. 26-28, 
R. J. Costigan, Business Men’s Assur- 
ance, program chairman, announced in 
outlining preliminary program plans. 

A number of acceptances already have 
been received from top-notch disability 
insurance producers. Program topics 
will include: “Courage in Spite of Fear,” 
“The Value of an ‘Accident and 
Health Account to an Agent,” 
“Our Business—Yesterday, Today, To- 
morrow,” “Prospecting and Time Con- 


trol,” ‘Presenting the Sale,” “Meeting 
Objections”—panel discussion; “Closing 


the Sale,’ “Conserving Second and 
Third Year Renewals,’ “Motivation.” 
Each speaker will be allotted approxi- 
mately 20 minutes for his presentation. 

“The program is purposely planned in 
continuity to avoid any speaker over- 
lapping on another speaker’s subject,” 
Mr. Costigan said. The speakers will 
start with inspiration, the opportunities 
of the salesman, prospecting, time con- 
trol, presenting the sale, meeting objec- 
tions, closing the sale, conservation and 
end with motivation, which will be pre- 
sented by Carroll C. Day, Pacific Mu- 
tual Life general agent in Oklahoma 
City. 





New Pacific Mutual Form 


for Lower Income Group 


Pacific Mutual Life’s new “LC” dis- 
ability policy is designed to meet the 
needs of the lower income group. It 
is issued to employed men only, classes 
A-H. It pays for life for total accident 
disability and 52 weeks for illness, 
with 14 days elimination, paying full bene- 
fits for confinement and one-half non- 
confining, Dismemberment benefits are 
based on multiples of weekly indemnity 
with a maximum of 200 weeks. Air 
travel is covered. The annual premium 
for men ages 18-49, class A, for $1,000 
principal sum, $10 weekly, $14.05. It can 
be written wth principal sum of $1,000 
to $5,000 and weekly indemnity of $10 
to $75. A rider can be attached for ex- 
tra premium under which elimination pe- 
riod will be seven days instead of 14. 
Two forms of hospital, nurse and surgi- 
cal operation supplements are available, 
one increasing the weekly indemnity 50 
percent and the other 100 percent. 

Pacific Mutual also has issued a non- 
occupational rider, which excludes oc- 
cupational accidents but does not other- 
wise modify the benefits of the policy, 
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and can be attached to ‘all commercial 
accident policies except “Pacific life and 
limb” and “Pacific general.” Use of this 
rider makes it possible to extend class A 
rates to classes C to H inclusive. 





Getting Away from the 
Combined Limited Policy 


There is a general tendency among 
companies that are writing a limited 
combined accident and health policy to 
abandon this contract, largely due to the 
position of insurance commissioners, 
who state that there are too many com- 
plaints regarding claim settlements. It 
seems to be largely confined to the 
health end of the policy. Some com- 
panies offer limited forms from $2 up 
to $10 covering health and accident. 
The accident contract has not caused so 
much complaint from the state officials. 


Dr. Ready St. Louis Speaker 


At the December meeting of the 
Accident & Health Underwriters of St. 
Louis, where 25 attended, Dr. James H. 
Ready, medical director of General 
American Life, spoke on the place of 
medical information in connection with 
accident and health underwriting. Many 
pertinent questions were asked by those 
in attendance and several points of un- 
derwriting were discussed very thor- 
oughly. 

The St. Louis group expects to have 
a large attendance at the mid-year meet- 
ing of the National association in Kan- 
sas City. 





Hospital Policy Is Revised 

The State National Life of St. Louis 
has revised its “champion” hospital and 
surgical policy, which covers both sick- 
ness and accident hospitalization. The 
monthly premium for men, ages 18-50, 
is $1.50, providing $5 a day for hos- 
pital room, women, 18-50, $2, for $3 a 
day and children, 1-18, $1 a month for 
$3 a day. In each case up to $100 is 
provided for operation fees, and up to 
$32 for extra benefits. If the premium 
is paid monthly, hospitalization is pro- 
vided for 31 days each policy year; if 
paid for 12 months in advance, 45 days, 
with three days added for each year the 
policy is maintained in continuous force 
until 30 days extra have been added, 
making a total of 75 days available 
thereafter. Childbirth benefits are ‘not 
effective until after the first policy year, 
providing one-third room rate for 15 
days for second policy year and two- 
thirds room rate for 15 days thereafter. 
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high character and standing. It is 
known for its conservative man- 
agement and strength. 


JAY R. BENTON, President 
EDWARD C. .MANSFIELD, 


Secretary-Treasurer 
HOME OFFICE 
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Premiums are increased 20 percent after 
age 50. For certain classes who by rea- 
son of occupation or physical condition 
cannot be accepted at standard rates, a 
special policy is offered without any sur- 
gical benefits, providing $3 a day hospital 
room at $1 per month. There is $1 


policy fee in every case. 
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CALIFORNIA 
Barrett N. Coates 
COATES & HERFURTH 
CONSULTING ACTUARIES 
437 S. Hill Street 
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ILLINOIS 
DONALD F. CAMPBELL 
and 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries and Public Accountants 
35 Years of Service 


160 North La Salle Street, 5 te Illinois 
Tel. State 1336 




















WALTER C. GREEN 


Consulting Actuary 
Franklin 2633 
211 W. Wacker Drive, Chicago 














HARRY S. TRESSEL 
Certified Public Accountant and 
Actuary 


10 S. La Salle St., Chicago 
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M. Wolfman, A. A. I. A. Franklin 4620 
N. A. Moscovitch, Ph. D. 
L. J. Lally 




















INDIANA 
Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis—O maha 
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Consulting Actuary 
221 E. Ohio Street 
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Consulting Actuary 
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8 West 40th Street New York City 
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President George Willard Smith receives the key of the new home office 
building of New England Mutual Life in Boston, before he cuts the white 
ribbon to open the main portal. 


At home office executives dinner given by Life Managers Association of New York: 

Top—State Mutual Life group: seated, R. H. Denny, director of agencies; T. W. 
Foley, New York City general agent; Chandler Bullock, president; L. A. Cerf, Jr., 
general agent New York City; standing, Carl Litsheim, home office field assistant; 
E. L. Beesley, Syracuse general agent; G. H. Young, New York City general agent; 
Stephen Ireland, vice-president and superintendent of agencies; and R. C. Mix, New 
Haven general agent. 

Below—Among Aetna Life men present: R. H. Keffer, New York City general 
agent; M. B. Brainard, president; and K. A. Luther, New York City general agent 
and president New York City Managers Association, who acted as toastmaster. 





‘ : . Participants in sales clinic at mid-year meeting of the Missouri Association of Life 

Speakers and chairmen at St. Louis all-agents sales congress: Allen E. Haley, John P : y ae a : 
Hancock; Henry Belz, Penn Mutual; A. E. Miller, general agent Union Central and eee 1 ae — ——— 7 a2 an, Sie Set i Wilson, 
program chairman; C. H. Poindexter, Northwestern Mutual general agent and co- SIOM NCENERS SA00, St. LOUM, Om rthur Lynn, Massachusetts Mutual, Kansas City. 
chairman, and R. C. Newman, New England Mutual Life, at the “mike.” 








In lobby at Life Presidents Association parley in New York: (left to right) Presi- Massachusetts Mutual; H. K. Lindsley, president Farmers & Bankers Life, and W. M. 
dent G. L. Harrison of New York Life; President John A. Stevenson of Penn Mu- Dewey, president of Edgewater Beach Hotel, Chicago, where a great many life in- 
tual; P. M. Fraser, vice-president Connecticut Mutual; A. T. Maclean, vice-president surance gatherings are held. 








Here it is— 


Ready Soon. Price $2.50 








Typical Questions Answered 
by "WHO WRITES WHAT?" 


What companies will accept brokerage cases? 

What companies write men above age 65? 

Where can I place that single premium case? 

Who will write renewable term? 

What companies retain substantial amounts? 

Who uses graded death benefits on substandard? 

What companies write group annuities? 

What companies will write retirement annuities 
for pension trusts? 

Who writes term for more than 10 years? 

Where can I place that salary savings group? 

Who writes $10 a month disability income? 

Who will take 10 years’ premiums in advance? 

What companies pay direct to a minor? 

What life companies write group A. & H.? 

Who will cover the aviation hazard by extra 
premium? 

What companies allow a beneficiary to elect 
more than one settlement option? 

Who writes deferred survivorship annuities? 
What companies make substandard insurance 
available to other than their own agents? 

What companies will accept overweights? 

What companies permit application of settle- 
ment options to cash values? 

Who writes 5 pay life?-—5 year endowment? 

Who writes a contractual “spend thrift” clause? 

What companies write hospitalization on indi- 
vidual risks?—on group risks? 

Where can I cover that aviation passenger fly- 
ing practically every day? 

What companies write mortgage protection 
with reducing coverage? 


Who will write the combination single premium 
and annuity contract? 


And Many, Many others! 











and nerves, ‘cause now you've found The book with 
the answers, (all nicely bound). "Who Writes What?" 
—puts your feet on the ground. 


i 
| 
Don't fret, or swear or “hunt around." Save time | 
| 
i 
i 
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“Who Writes What?” 


An entirely NEW TYPE of reference book that 
answers the Brokerage Business problem! 


How often have you been bothered by questions such as—“where can 
I place that substandard case/—that single premium case?—what com- 
panies write term to 65!—or mortgage protection?—how can I get cov- 
erage for that wealthy woman?—what can I do about that salary sav- 
ings or aviation case?” 


Hundreds of questions such as these have long been the bane of many 
an underwriter’s existence. No longer, however, will they be a problen— 
for the new reference book “Who Writes What?” will give the direct an- 
swers to the vast majority of all such questions having to do with surplus 
business. 


Don’t Search! Don’t Write! Don’t Phone! 


Just turn to “Who Writes What?” and there you will find in one place 
all of the companies that will do what you want at the moment. Based 
upon the many thousands of questions that are put to The National Un- 
derwriter’s Statistical Division each year, and upon the recommendations 
of a large group of successful underwriters who have cooperated in a spe- 
cial survey on this subject, “Who Writes What?” promises to be the 
“bible” of all underwriters having to do with brokerage business. 


Gives You the Answer Instantly 


Arranged by questions—not by companies, “Who Writes What?” is 
prepared on an entirely different basis from any other reference book. If 
you want to know about insurance on “women” for instance, just open the 
book to that section. There you find the various questions and the an- 
swers, telling you just which companies will do what. If it’s 5 pay life, 
you turn to that heading and there you will find the companies that write 
this form. There is not only a comprehensive topical index, but all related 
subjects are carefully cross-indexed so that you can find all the desired 
points quickly. 


You May Get It “On Approval” 


Space prevents full description, but since our advance investigation 
proves so conclusively how helpful ‘“‘Who Writes What?’ will be, it is 
offered on ten day approval to any reliable underwriter. May we urge 
you to be among the first to get this long-needed manual. 


Order Yours NOW 
while it’s 
Brand NEW! 


Send me on "ten day approval" 


...cop... of “WHO WRITES WHAT?”, at $2.50 
OO Check Attached (J Charge my Account 
O Send C.O.D. 


Company 
Address 





To The National Underwriter Co. 
420 East Fourth Street, Cincinnati, Ohio 


> Mail This Coupon For Yours—TODAY 

















